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No. 1159, Tubular 


Lock. Solid brass or ~ ’ , leade rs 


aluminum trim, with 2” 
diameter roses. New 


safety strike. . ue * from 


No. 1100, New * 
Single Bore Lock, with th e€ le a di ng 
solid brass or alumi- 
num trim, 17%,” diame- 


ter roses. combination 


door lock line 


EXTE 


eZ \GEA 
7) ) DEXTER LOCK DIVISION 


Dexter Industries, Inc., Grand Rapids, Michigan 


No. 1100 In Canada: Dexter Lock Canada, ltd., Guelph, Ontario. In Mexico: Dexter Locks, Plata Elegante, 
S.A. de C.V., Mexico City. Dexter Locks are also manufactured in Sydney, Australia; Milan, Italy 
and Porto, Portugal. 


No. 1102, Alumi- 
num knob and lever, 
1” x 3” stainless steel 
escutcheons with 
weather resistant 
brass or aluminum 
finish. 


No. 2116, Tubular 
Key Lock, with solid 
brass or aluminum 
trim, 1%" x 4” 
escutcheons. 


No. 1102 


All Dexter combination 
door locks are designed 

for use with: 
No. 80 Dialmatic Deor 
Closer with exclusive 
fingertip dial closing 
speed regulator. Built-in 
power assist for positive 

latching. 

No. 45 Spring-Chain 
—_ Door Stop — to prevent 
WORLD'S LARGEST MANUFACTURER OF LOCKS FOR SCREEN AND COMBINATION DOORS accidental over-opening 


of door. 
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get Crestline Millwork 





and stock needs in the same carload! 


WINDOW UNITS 


Unlimited window variety! 
Roto-operated sash open 
90° for full view and venti- 
lation. Narrowest mullion. 
Compression weatherstrip. 
Concealedhardware.Screen 
and roto-operator standard 
with all ventilating units. 
Crestopane glazed. (Single 
glazing optional). 


REMOVABLE SLIDEBY 
WINDOW UNITS 


For better view and greater 
privacy. More usable wall 
space, too! Sash glide 
smoothly on nylon in ex- 
truded aluminum tracks. 
Alumaflex weatherstrip in 
head for weathertightness, 
easy removal of sash. An 
aluminum drain pan pro- 
tects wood sill. 


STACKING AWNING & 


You don’t have to be “‘big’’ to order 
CRESTLINE Millwork by the carload! You 


can combine CRESTLINE window units and doors 


with your stock needs in the same car. 


CRESTLINE ships to you direct from Wausau, 
—— paid all the way. Delivery is fast and 
quality is consistent throughout your order. 


Many dealers, from small to large, find that millwork 































See your distributor or write 
THE SILCREST COMPANY 


Wausau, Wi 


consin 
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is more profitable with CRESTLINE carloads! 
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REMOVABLE 
WINDOW UNITS 


The standard in 
double-hung performance! 
Both sash remove 
place easily. Fully counter- 
balanced and weather- 
stripped. Automatic 
engager clip. Flat overhead 
balance with extra-strong 
steel cable, low head room. 
2, 4, 12-lite and cottage 
styles in all popular sizes 





new 


and re- 


sash 






CASEMENT 
WINDOW UNITS 


For that elegant 
windows! Fully 
stripped. Roto-operators. 
Ejector-type latches. Alu- 
minum screens. Crestopane 
insulating glass or single 
glazing. Durable, 
operating hardware. Avail- 
able in popular sizes in- 
cluding picture windows. 
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weather- 


smooth- 
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... combines both 
and lining in one material 


No development in the construction field has been more widely 
adapted than the use of plywood concrete forms. 

Plyform is used in both small and large jobs .. . by home and 
commercial builders. The size makes it easy 
to handie and the smooth surface ideal for 
concrete work. Economical, can be used over 
and over again. Standard panels are 4x8 feet 

Ay with lengths up to 10 feet with- 
»/ K out scarfing. Longer lengths 
available on request. 

Roseburg Plyform is another 
dependable grade trademarked 
exterior fir plywood (EXT- 
DFPA) made with 100% water- 
proof glue, oiled, edged sealed. 


ORDER NOW from your nearest 
ROSEBURG JOBBER 
or wholesaler 


fo h-y 4 - TUT fe P. O. Box 1091 
SU i-ja;,gerer ROSEBURG, OREGON 


Circle No. 59 on Coupon, page 120. 
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ROSEBURG’S 
CONCRETE 
PLYFORM 





Crezon Plywood 

A permanent, protective over- 
lay is fused to exterior plywood 
producing a satin smooth sur- 
face. Ideal for cabinets, siding, 
signs, boat hulls, etc. 





Sheathing 

Plywood sheathing provides 
more than twice the relative 
strength of other common 
sheathing. Saves in application 
time more than 25%. 





Hardboard-Faced 
Plywood 

Hardboard panels come in 
4x8 ft, sizes, sanded both 
sides. Used mostly for lining. 





Roseburg Lumber 


Cut from tle nation's largest 
stand of virgin timber, Rose- 
burg Quolity lumber is 100% 
kiln dried and end stamped, 
excepting plank and timbers. 
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FOR THE NEW FAST-TURNOVER ITEMS—LOOK TO YALE! 





TWO NEW 
LOW-COST 
PADLOCKS WITH 
EXCLUSIVE 
DESIGN APPEAL 


Suggested retail price of new 
Yale 600 Padlock (below). 
Suggested retail price of new 
Yale 601 Padlock (above). 


Unbelievable prices for padlocks of such 
high quality! Solid rustless case, alumi- 
num finish, heavy steel shackle, 4 disc 
tumblers in the 600, 5 in the 601. Ideal for 
any general padlock use. Add sturdy, lasting 
protection to their low price—and you’ve got 
red-hot, fast-turnover items. Self-display 
carton (left) contains 6 locks, each lock 
individually packed with 2 keys. Available 
keyed-alike at no extra cost. 





For today’s big doings in locks 
and hardware—LOOK TO YALE! 
The Yale & Towne Manufacturing Company 
Lock and Hardware Division 
White Plains, New York 


YALE — REG. U. S&S. PAT. OFF. 


YALE & TOWNE 
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NEWSCAST 


LATE AND IMPORTANT Developments of the !ndustry 


RIFT GROWS WITHIN THE NATIONAL ASSOCIATION OF HOME BUILDERS. 


Conflict between small and big builders objectives has posed a basic 
problem for NAHB. As reported elsewhere in this issue, the 1-20 builder 
found many clinics planned to serve his needs at the recent convention in 
Chicago. But he requires, and is demanding, much more tailor-made services 
from his association. NAHB has in the past been strongly slanted for the 
big builder. 


Project builders know that if NAHB gears up for a stronger program to 
help the 1-20 boys there will be less manpower and money available to promote 
the specialized aims of the mass-housing crowd. 


Parting company on methods for easing the mortgage pinch is just 
one of the differences in opinion between the small and big builder viewpoints. 
Mass builders are shrieking that the building industry will collapse unless 
immediate easy credit is forthcoming from government. They are ready to raid 
pension funds, ask for a return to old regulation W to restrict all credit... 
anything goes. Yet it's a simple fact that the project builder no longer 
speaks for the industry as a whole. 

















REALISM NOT PESSIMISM NEEDED. 


The first step is to discount the howls of the no-down payment promoters 
and to listen to the plans for this year being made by the small and mediun- 
sized builders. A careful survey among these builders reveals they are 
scheduling the same, or more, house jobs this spring. Tight money is discussed 








but in most cases their customers have enough cash for hefty down payments and 
are ready to face a repayment period of 10 to 12 years on the mortgage. 


It all adds up to 1 million houses this year and they will be larger, of 
better quality, with a higher percentage of the materials being purchased from 
the lumber dealer. A warning, however, is worth sounding to small builder cus- 
tomers swinging over to semi-custom jobs. Old-hand custom builders always allow 
wide leeway on their estimates to combat unforeseen costs. Builders new to 
custom work can easily lose their shirts. 








IMMEDIATE PROSPECTS FOR THE LUMBER DEALER. 


Volume from new house jobs should be good for the reasons noted above. This 
does not suggest that every retailer will automatically do well this year on new 
construction. There are spotty soft spots in some areas and only retailers 
closely geared to builder requirements will get their share. Scheduled for 
early publication is a new series detailing the many new techniques now being 
used by lumber dealers to cement retailer-builder relationship. 


Remodeling is a growing source for new business and the 1957 OHI program 
will soon be underway to further stimulate sales. Worth remembering is that 
about 80% of all remodeling sales are made at night and in the home. If a 
dealer takes only business coming through the door he captures only a fraction 
of the volume possible in his community. Specialty firms, remodeling contrac- 
tors of the suede-shoe type, know this—make the most of their calls in the eve- 
ning. Getting a part-time sales crew together seems a "must" for remodeling 
business. Many lumber dealers have found shop instructors in their local high 
school excellent, part-time salesmen. 


Increasing small-item sales offers still another opportunity for added 
volume. Many dealers with new and remodeled showrooms are concerned with the 
entire problem of adequate profits from their added overhead. The big problem 
seems to be both selection of the right products and exactly what to do on the 
fixture. Consumer traffic in the yard is still relatively a new thing and the 
industry needs more research for the complete answer. 
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1957 NRLDA Exposition 


The 4th Annual Building Products 
Exposition conducted by the National 
Retail Lumber Dealers Association 
will be held Nov. 4-5-6-7, in the Trade 
and Convention Center in Philadelphia, 
Penna., reports NRLDA president 
Paul R. Ely. The newly built Sheraton 
Hotel and the Hotel Warwick will be 
joint exposition headquarters. 

The 1957 Exposition again will fea- 
ture manufacturers’ product exhibits, 
action clinics and demonstrations and 
breakfast and luncheon clinics for 
dealers and their employes. As in 
1956, clinics and demonstrations will 
feature subjects of the greatest timely 
interest to yard owners and managers. 

The Trade and Convention Center 
has facilities for an Exposition even 
larger than the outstanding event held 
in Chicago last December, at which 
6,500 dealers were registered. Reser- 
vations for exhibit space already are 
being received by Martin C. Dwyer, 
NRLDA’s Exposition Director. 


New Oak Flooring Grade Rules 


Revised grading rules designed to 
maintain the high standards of oak 
flooring produced by member com- 
panies is announced by the National 
Oak Flooring Manufacturers’ Associ- 
ation. The major revision calls for a 
reduction of 3” in the average length 
of bundles in the upper grades, clear 
and select. The changes, which became 
effective Jan. 15, were approved at 
the NOFMA annual meeting in De- 
cember. 

Another revision provides’ that 
bundles in second grade beech, birch 
and hard maple be “2’ and longer” 
instead of 1%’ and longer. This was 
done to conform with the rules of the 
Maple Flooring Manufacturers’ As- 
sociation. The association also» ap- 
proved a recommendation for uniform 
practice among mills in kee] marking 
flooring. 

Other grading rule changes recent- 
ly adopted include elimination of the 
grade of Quarter Sawed Sap Clear, 
improvement of No. 2 common grade 
by altering specifications and revision 
of estimated weights per thousand 
board feet in four sizes. 


High Interest Rates to Stay 


“High interest rates are quite likely 
to be a normal characteristic of the 
American economy for many years,” 
August Ihlefeld, president of the Sav- 
ings Banks Trust Co., reported to his 
stockholders, mutual savings banks of 
New York State. 

The high rates will be an accom- 
paniment of a great demand for cap- 
ital that, even today, is outrunning 
the pace at which savings are accu- 
mulating, he declared. Ihlefeld said 
the shortage of savings was the great- 
est single threat to the prosperity of 
this country. 

He explained that plant and equip- 
ment expenditures by business had 
almost doubled since 1950 and that 
residential construction outlays were 
a fourth larger. But personal savings, 
out of which the bulk of such expendi- 
tures are financed, have shown little 
gain for the past five years. 
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NEWS in BRIEF 


DEBATE WAYS TO EASE MONEY PINCH 


Housing administrator Albert M. 
Cole and Senator John Sparkman 
(Ala.), chairman of the housing sub- 
committee of the Senate Banking and 
Currency Committee, offered sharply 
differing suggestions for solving the 
tight-money problem in speeches at 
the recent NAHB convention in Chi- 
cago. 

Cole said a sufficient degree of flex- 
ibility will be attained if the VA rate 
is raised by Congress to 5% from the 
present 442%. The FHA rate, which 
was raised to 5% from 442% recently, 
already has had “an appreciable effect” 
in making more mortgage money 
available, he said. 

Sparkman, however, asserted that 
there has been “generally no easing” 
in the tight mortgage money market. 
“T predict,” Sparkman said, “that in- 
creasing the VA rate to match the 
FHA rate will, if anything, be only a 
temporary palliative. Increasing the 


FHA rate is similar to giving an 
aspirin to a victim of malnutrition. 
Another aspirin tablet in the form of 
an increase in the VA rate will not 
cure him, What he needs is an ample 
and regular diet (of mortgage 
money).” 

The senator said he opposes direct 
government lending “except when pri- 
vate mortgage money is not available.” 
But he added that stepped-up govern- 
ment lending “would furnish relief” 
from tight money. 

Another convention speaker, J. Stan- 
ley Baughman, president of the Fed- 
eral National Mortgage Assn., said 
prospects are bright that an additional 
$1 billion in home mortgage funds will 
be made available this year. If Con- 
gress passes the legislation requested 
in the President’s budget message, 
FNMA’s capitalization will be _ in- 
creased $100 million. 





Lumber Stocks at New High 


Lumber stocks at Western pine 
mills ended 1956 at the highest level 
since World War II. They amounted 
to 2.1 billion board feet—17% above 
the year-earlier level. The Western 
Pine Association said slackened resi- 
dential building was the major reason 
behind the drop in consumption. Al- 
though the downward trend in hous- 
ing starts “seems to have been halt- 
ed,” an official said, no pickup in lum- 
ber demand is expected during the 
first three months this year. 


TIMBERS of glued laminated Douglas fir 
presented a dramatic pattern of structure 
and shadow as Timber Structures, Inc., 
roofed this main arena of Montana State 
College's new physical education center 
at Bozeman, Mont. World's widest span 
timber structure, the arena is 300' in di- 
ameter. Giant wood arches rise to 90' at 
center. 


Boost in Custom Building 


Because volume builders have been 
hardest hit by the tight mortgage pic- 
ture, president Robert B. Stone, Asso- 
ciated Plan Service, Inc., Huntington, 
N. Y., expeets that a larger portion of 
the 1957 market will be supplied by 
the 1-to-20 homes per year builder, 
with individual families arranging 
their own financing through savings 
banks, commercial banks, savings and 
loan, insurance companies, etc., most 
of whom have ample funds for indi- 
vidual borrowers. 

In anticipation of a greater interest 
in custom building as a direct result 
of cut backs by project builders, the 
firm has just published three books 
totaling over %4 million copies and con- 
taining 133 home plans by leading 
architects. The books are being sold 
through bookstores and newsstands 
throughout the country. They are 
available at discounts to lumber deal- 
ers and their associations. 


Chicago Home Permits Soar 


Valuation of 1956 building permits 
issued in Chicago totaled $329,607,704, 
the highest dollar volume in 29 years. 
Building commissioner George L. 
Ramsey, who released the figures, said 
last year’s valuation was exceeded 
only during the years 1925, 1926 and 
1927. 

Last year’s total was up $43,942,- 
497, or 15.4%, from the 1955 figure 
“despite the downward influence the 
tight mortgage money situation exert- 
ed on the volume of home construc- 
tion,” Ramsey said. 

Ramsey said the dollar volume of 
alterations and repairs last year 
amounted to $54,854,606, an increase 
of $35,889,381 over the previous year’s 
total. 

(News continued on page 12) 
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Stock up. ... to meet the demand 


for this new and different 





Surely you'll agree that eye-appeal is 
an important factor in the sale of a 
roofing material. Quality construction 
and weather resistance are vital con- 
siderations, of course—but the final 
sales-clincher, from your customers’ 


angle, is color styling. 


That’s why it will pay you—literally 
—to offer them the strikingly new 


and different 


CERTAIN-TEED 


SHADOW - CAST 


THICK-BUTT SHINGLES 


Cortain-teed 


roof styling! 


This new roofing sensation, color- 


styled by Certain-teed, is neither 
a solid color nor a blend. Hues are 
subtly shaded from light to dark. 
\ single color-tone is created over 
accentuated by 


the entire roof, 


dark shadows. 


A unique shadow-line applied at the 
bottom of the shingle heightens the 


natural shadow cast by the extra- 


thick tab—creating the illusion of 


much heavier material under any 


lighting conditions. 


Here’s a competitively priced shingle 


SOLD THROUGH 


\WI/7 
ertain toed 
a) 
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which will add distinction to homes 
and add sales and profits to your 
business. Sell it for new construction 
or modernization projects. For further 
information, contact your nearest 
Bestwall Certain-teed Sales Office 


or write direct to us. 
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Choose from pastel tones of 
SHADOW-CAST CORAL © SHADOW-CAST GRAY 
SHADOW-CAST JADE « SHADOW-CAST BROWN 


Products of Certain-teed Products Corporation 


BESTWALL CERTAIN-TEED SALES CORPORATION 


120 East Lancaster Avenue, Ardmore, Pa. 

EXPORT DEPARTMENT: 100 Eost 42nd St., New York 17, N.Y. 

ASPHALT ROOFING e SHINGLES e SIDING e ASBESTOS CEMENT SHINGLES AND SIDING 
FIBERGLAS BUILDING INSULATION e ROOF INSULATION e SIDING CUSHION 
PAINT PRODUCTS—ALKYD e LATEX e CASEIN e TEXTURE @ PRIMER-SEALER 


Circle No. 2 on Coupon, page 120. 
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"MASONITE PANELGROOVE 


MASONITE 


EXTERIOR PRODUCTS 


Stable prices...surer profits 


No wonder they call it the ‘“‘worry-free”’ line. 


When you sell Masonite® exterior products, you know what your 
margin will be. A good, healthy one, not subject to wild price 
fluctuations or unprofitable distress selling. 


You sell a complete line—Shadowvent®, Panelgroove, Ridgeline, 
Ridgegroove, Peg-Board®,-Tempered Presdwood®—enough variety 
for a hundred different homes, offices, stores, factories or farms. 


You sell the quality line... with features builders like. 


You sell the line your customers have come to know and want, 
through nationwide advertising and publicity. 


Ask your Masonite representative about the possibilities. Or write 
Masonite Corporation, Dept. AL-218, Box 777, Chicago 90, III. 


PUN MASONITE PEG-BOARD 
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...Finish fast 
...9@// fast 








MASONITE 2 
SHADOWVENT Siping 


OFTMLAIES Ie eeaee 

















Se re 





BUILDING PRODUCTS MERCHANDISER 



















Masonite Corporation 
Dept. AL-218, Box 777, Chicago 90, Illinois 


Please send me complete information on the profit line of 
Masonite exterior and panel products. 

Pee. h5.0 ess k 
Address. . 

City State 
Zone 


County 


Circle No. 3 on Coupon, page 120. 





NEWS in BRIEF (begins on page 8) 


33 DEALERS IN BRAND NAMES CONTEST 


Included in a record number of 623 
merchants given an opportunity to 
compete in the final phase of the 9th 
Annual Brand Name Retailer-of-the- 
Year Competition are 33 building ma- 
terials dealers, reports president 
Henry E. Abt, Brand Names Founda- 
tion, Inc. “We expect the complete 
visual presentations of 1956 advertis- 
ing, promotion and sales training, 
which the finalists will now submit to 
the judges, to surpass those of any 
previous year,” Abt said. 

Each finalist has been invited to 
submit a detailed and_ illustrated 
presentation that best represents his 
1956 advertising and other brand 
promotional activities. These presen- 
tations will be reviewed in New York 
March 6-7-8 and the 120 winners se- 


lected at that time. Five awards are 
made in each of the 24 retail classi- 
fications. The Brand Name Retailer- 
of-the-Year winner is awarded a 
plaque and Certificates of Distinction 
given the four runner-up winners. 
The judging committee is made up of 
the 24 executives heading stores that 
won top honors in the 1955 competi- 
tion. The building materials category 
will be represented by Ben Charin, 
Channel Lumber Co., Newark, N. J. 
Among the 33 lumber dealer finalists 
in the 1956 competition, which closed 
Jan. 21, are The A. W. Burritt Co., 
Bridgeport, Conn., a 1951 winner of 
the runner-up Certificate of Distinc- 
tion and the Robertson Lumber Co., 
Grand Forks, N. D., a Certificate of 
Distinction winner in 1955. 





Celotex Sales at Record High 


Sales of Celotex Corp., Chicago, rose 
to a record high in the fiscal year 
ended Oct. 31, 1956, and earnings were 
up 16% over 1955’s net. 

President O. S. Mansell said the 
company expects a reasonably good 
volume of new housing this year and 
a continued high volume of new com- 
mercial and institutional construction. 
Also, a strong demand is anticipated 
for materials used in repair, remodel- 
ing and acoustical activities. 

The industry, Mansell said, is suffer- 
ing from overproduction and conse- 
quent stiffer competitive conditions. 
In view of this, “we are faced with 
the prospect of a reduced volume of 
sales and earnings,” he added. 


$35 Million Plant Expansion 


Johns-Manville will spend $35 mil- 
lion on plant expansion in 1957, estab- 
lishing an all-time investment record 
for the company in any one year, ac- 
cording to president A. R. Fisher. He 
told 190 company executives and sales 
representatives at a three-day con- 
ference in New York that this would 
bring the total spent by J-M on plant 
expansion and modernization since 
1945 to more than $215 million. 

Johns-Manville, he stated, was not 
thinking just of next year but was 
planning for the next decade and that 
the company intended to grow just a 
little faster than the expanding na- 
tional economy. “Despite the tight 
money situation, consumers have bil- 





PORTRAIT of the late Ed Gavin was unveiled recently in the newly dedicated "Edward G. 
Gavin Room" of the Chicago Metropolitan Home Builders Assn. Left to right: The asso- 
ciation's executive vice-president John R. Downs, president Martin H. Braun, Mrs. Gavin 
and Joseph B. Haverstick, past president of NAHB. Mr. Gavin, a former director of the 
Chicago Metropolitan Home Builders Assn., also served as managing editor of American 
Lumberman; later, as editor of American Builder. 
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lions of dollars more to spend in 1957 
than in 1956,” Fisher said. “Our job 
is to get our share of the consumer’s 
dollar.” 

For the nation as a whole, Harold 
R. Berlin, vice-president and general 
manager of the J-M Building Products 
Div., estimated that growth in indus- 
trial, commercial and _ institutional 
construction would continue to in- 
crease from the current level of $16 
billions to about $21 billions by 1966. 


Hyster Co. Cuts Back 


Some operations of Hyster Co., 
Portland, Ore., manufacturer of indus- 
trial lift trucks and tractor equipment, 
have been cut back to a four-day week 
from five days. President Ernest 
Swigert said about half the Portland 
plant’s 500 employes are affected by 
the cut-back, which, he said, “is due 
to a fall-off in orders.” 

Swigert said the decline in orders 
is being felt principally from the Pa- 
cific-northwest lumber and plywood 
industries, which are the principal 
customers of the Portland plant. He 
said these two industries’ order re- 
trenchment reflects “severe cutbacks 
in their own operations.” 


Home Building 


Work was begun on 1,120,000 new 
dwelling units during 1956, the lowest 
since 1953, reports the Bureau of La- 
bor Statistics. It was 208,900 units 
below the 1955 total and 276,000 units 
under the record 1950 level. Last year 
was the 8th consecutive year in which 
more than 1 million homes were 
started. 


1957 Lumber 
Dealer Conventions 


FEBRUARY 

19-20-21, Wisconsin, Milwaukee, auditorium 
19-20-21, Western, Spokane, Davenport hotel 
20-21-22, Nebraska, Omaha, auditorium 


21-24, West Virginia, White Sulphur Springs, 
Greenbrier hotel (no exhibits) 


MARCH 

1 to 15, Montana, Missoula* 

3-4-5, North Dakota, Minot 

5-6, Kansas, Salina 

5-6-7, Indiana, Indianapolis, Murat Temple 

12-13-14, Iowa, Des Moines, auditorium 

12-13-14, Carolina, Charlotte, coliseum 

19-20-21, Louisiana, New Orleans, Jung hotel 

27-28-29, Independent, Minnesota, St. Paul, 
auditorium 


APRIL 

2-3-4 New Jersey, Atlantic City, Claridge ho- 
tel (no exhibits) 

7-8-9, Northern California, Yosemite National 

Park 

10-11, Arkansas, Little Rock, Marion hotel 

14-15-16, Texas, Dallas, auditorium 


23-24-25, Southern California, Los Angeles, 
Ambassador hotel 


25-27, Florida, Daytona Beach, Daytona Plaza 
hotel (no exhibits) 


MAY 
2-3-4, Arizona, Litchfield Park, The Wigwam 


13-14-15, Georgia, Savannah, General Ogle 
thorpe hotel (no exhibits) 


*Tentative schedule, subject to change. 
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Hammond 
Quality Control 


backed by one 
of the world’s 


finest reserves of 











REDWOOD 


One of the most exacting operations in 
the manufacture of Redwood lumber 
is the kiln drying process. The entire 





drying period of each kiln charge must 
be supervised. Frequent moisture 
checks are made with lumber samples 
from each charge in small ovens main- 
tained for this purpose in Hammond 
research laboratory. Quality control 
here, as in all phases of manufacture, 
CERTIFIED is a continuing process on Redwood 
lumber and products bearing the 


Hammond stamp. 


Specify Hammond certified kiln dried Redwood. 
Your guarantee of a superior product in 


SIDING - FINISH > PATTERN 


MILLS: SAMOA e EUREKA 
< SALES OFFICES: 
4; a, , 417 Montgomery Street 
. soe San Francisco, California 
4 35 East Wacker Drive 
Chicago, Illinois 
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HAMMOND-CALIFORNIA REDWOOD CO. 


A subsidiary of GHORGIA— PACIFIC CORPORATION 
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FITS-ALL No. 5 FITS-ALL No. ? M-D No. 15 
Adjustable Adjustable push GRILLE 
Screen Door Screen Door for aluminum of Mw ART 
Grille wood combination 
Cast 


Grille 
doors. 
Initials 
AVAILABLE IN 3 EXCITING FINISHES 
Anodized Albright, Alacrome 


Anodized Albras, 
(Brass finish) (Chrome finish) (Satin finish) 
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The large escutcheon 
#522 shown with 
new Dalton knob and 


monogram. 
7-5/8"x 4-1/8" 

















... designed to give Special Appeal to 
any home...priced for every budget 


High-fashion escutcheons...with textured Plus the graceful new Dalton Knob or 

vinyl inserts! Imagine getting that dis- the popular Ashcroft Design 

inctiv me > j < -price “k! , ° ° ° 

tinctive feature in a low-priced lock! When it comes to fast application, 
But get them you do...in the new remember this! No lock... in any price 

AlignaLock. In beautiful colors. Black. range... costs less to install! 


Straw. Dull flamingo. Medium Brown. Get the special appeal of Sargent 


With metal finishes of Polished Brass, Locks. See your supplier...or write to 


The square escutcheon #524 shown with eae ts : . : ; 
r Dull Bronze, Satin Aluminum. Sargent & Company, New Haven 9, Conn. 


Ashcroft knob. 3-5/16"x 3-5/16" 
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like these... | h 


NEW CYLINDER DESIGN . —_ 
for fast rekeying 4 | 
‘ 
‘ 


oo \ 





RUGGED SCREWLESS ROSES 
PRESSURE -FORMED for split-second attachment 


ALIGNING TUBE 


ASSEMBLED IN A FLASH! SAVES TIME AND CASH! 


SARGENT LOCKS 


“Sign of a well built house”’ Se 





"I sold the TWINSULATION that 
kept this fire from spreading’ 


This unretouched photo shows the undamaged wood behind the Twinsulation 
blanket and the joist edges that were not protected from the heat and flame. 


“The Fire Chief himself gave Twinsulation the credit,” 


ee Say Clair Swyers, Elitsac Co., Castile, N. Y. 
| <i é 
Wee ee, ’ 
é > an ee 
Mrs. Doris Veith wanted to cut her heat bills and saved the back ot the house from burning down and 
keep her kitchen cool in the summer—that’s why she kept the fire confined to the room.” 


bought Twinsulation from me in December, 1955. , ; ; 7 
Tell us your own most outstanding Twinsulation 


She didn’t expect that her $75 investment was going to : ore Vee : : 
: gone Story—and don’t forget to tell the full Gold Bond 


{a1 POY POSE 


Twinsulation Story to your customers. They'll cut fuel 


A fire started last November in the kitchen-addition i , shi 
: : costs and live more comfortably after they buy Twin- 
on Mrs. Veith’s home. Area phones were out of order, ‘ ‘ ; 

, sulation from you. 
so Mrs. Veith’s daughter helped her close off the room , 


and then drove into town to sound the alarm. For more details on Twinsulation® and what it means 


The fire burned for more than half an hour before the in your sales picture, call your Gold Bond® salesman 
firemen arrived —‘‘and Castile Fire Chief Stanley Slusser or write Dept. AL-27, National Gypsum Company, 


told me that the Twinsulation in the kitchen ceiling Buffalo 2, New York. 


ont RATIO, 


eas ROCK WOOL INSULATION 
aha m= Gold Bond 
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AND FIRST IN 


TO HELP YOU SELL NEW HOME CONSTRUCTION 


Impact on your market unprecedented in the selling of sidewall materials is yours 


tect, builder and consumer publications and a complete merchandising program to 
convert inquiries to sales for you! Send for the details about this dynamic sales 
program today. 


Livi Ne ; varucrunat necone se \* Bui ildi ing 


ME color-filled ee \ (sam, ‘ae 
70% Wat . 
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with Shakertown Sidewall Shakes and Glumac Units... powerful ads in major archi- | 
| 
| 
| 
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| 
| 
| 
| 
l 
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® 
Shakertown THE PERMA PRODUCTS COMPANY 


FIRST NAME IN CEDAR wan 20310 KINSMAN ROAD * CLEVELAND 22, OHIO 
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Jaeger’s 1957 model "F” 


...everything you’ve wanted in a truck mixer 


What improvement would you most like to have in your 
next truck mixer? Lighter weight? Faster, easier opera- 
tion? More flexibility? Simplified maintenance? A more 
efficient source or application of power? 

The new Model “F” gives you all these features to help 
you produce more concrete, for less money, in 1957. For 


/ RE ig. 


; 


/ 


LIGHTER BY HUNDREDS OF POUNDS with stronger, 
unitized A-frame and clean, open-type rear cradle design. 
Drum rollers have sealed, grout-proof bearings. All body 
weight carried within width of truck frame. 


3 SPEEDS for all operating conditions, from 11% rpm to 
16 rpm, with either hydraulic-reversing or automotive type 
transmission. THREE CHOICES OF POWER: Separate 
engine, front-of-truck engine p.t.o. or transmission p.to. 


20 j o. 62 on Coupon, page 120. 


complete information and prices write us immediately or 
call your Jaeger distributor. He knows local conditions and 
truck mixer operation. His cooperation will be helpful in 
developing the combination of mixer and truck that will 
produce maximum profitable payload for you. 


THE JAEGER 
MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 


PUMPS @ AIR COMPRESSORS © MIXERS © PAVING MACHINES 


FASTEST TO CHARGE, DISCHARGE: Big-throat hop- 
pers on open-end or sealed-end loaders, 16 rpm “fast- 
charge” drum speed, big discharge blades. FASTEST TO 
MIX with 12” spiral blades plus throw-back blades. 
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Above 614-7-yard mixer is one of a complete line of “F” model Hi-Dump Units, offered in all standard sizes to meet payload 


and other operating requirements. Jaeger also builds horizontal-drum truck mixers up to 10 cu. yd. capacity. 





REVOLUTIONARY CONTROLLED-GRAVITY-FEED WATER NEW EASY-TO-HANDLE CHUTE is light yet deeper for better 
TANK obsoletes syphon tanks, self-priming pumps and special handling of all mixes. has flip-over 3’ section, and a fixed pivot 
fittings. New pump delivers 60 gpm. Rear-end injection is — point for the chute-head hinge with provision for complete 
standard; front-of-drum entry, with grout-proof jet, optional. | swing-away by the quick lift of a tie-rod hook, 





Advertised in Full Color in 
The Saturday Evening Post 


Demonstrated on the 


Garry Moore Show — CBS-TV 


WHEREVER HIGH WINDS BLOW . . . HERE’S THE 
NEW SHINGLE THAT WILL SELL ON SIGHT! 


Bird’s new self-sealing shingle 


i oo 
ible >. 


MAKES THE TIGHTEST ROOF UNDER THE SUN 





Not a Shingle Will Budge all through the gale because the new Bird Wind 
Seal roof is spot-welded by the sun at 19,000 points. Each shingle is dotted 
with 16 spots of powerful thermoplastic which the sun’s heat automatically 
sets into sticking action — 19,000 such spot welds on the average roof. 


Famous Master-Bilt Construction — Plus. 
The great new Wind Seal Shingle has 
the same double surface, thick butt 
construction that has made the Bird 
Master-Bilt the most demanded shingle 
in its field. The self-sealing feature is a 
powerful plus. 

Wind Seals Are Spot-welded Together 
Automatically By The Sun. Not a shingle 
can be missed as it can with hand- 
applied sealing. Nails as usual, for 
double strength. 

Safer After Storms Too; No Moisture 
Trapped. The Wind Seal’s sun-welded 
spots provide spaced sealing for quick 
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drainage. Result: no trapped moisture. 
Low-Cost Installation . . . No Time Wasted 
On The Job. Wind Seal Shingles are espe- 
cially designed to prevent them from 
sticking together in the bundles; and 
yet each bundle is packed normally for 
quick handling. 

Clean, Colorful, Beautiful. No chance of 
smearing or dripping of adhesive on 
the job . . . and the Wind Seal color 
range is wide and wonderful. 

Send For Free Folder. “Spot-welded By 
The Sun” for details. Bird & Son, Inc., 
Box AL-2, E. Walpole, Mass., or con- 
tact your Bird representative. 


BIRD 


shingles 
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YOUR HARDWARE WEEK SPECIALS 


BaD % Utility Drill 
—priced to 
move fast! 





YOUR CUSTOMERS SAVE $5.00 


Ideal for repairmen, electricians, plumbers and home 
handymen. %*” Utility Drill is built for those tough- 
er-than-ordinary drilling jobs in metal, stone or 
wood. It has extra power and capacity to drive twist 
drills, wood augers, masonry bits, hole saws, B&D 
Screw Driving and Saw Attachments. Builds profit- 
able “razor blade’ business. Can’t be matched at 


this low price! Call your wholesaler today. 
Hardware Week 


Special Ads in these EXTRA! 4 Black & Decker Hole 
Leading Magazines! Saws and Mandrel... $4.95 


your customers save 50c 








THE SATURDAY EVENING Post oe ae nae 

~ Four Hole Saws from *4” to 14”. Fit 
BETTER HomEs & GARDENS B&D 3%” and ” Drills perfectly. 
POPULAR MECHANICS Cut clean, round holes in any mate- 


MECHANIX ILLUSTRATED rial a hack saw will cut. Ideal for 
professional handymen and hobby- 


A 
SUCCESSFUL FARMING ists. Handy counter display keeps 

your B&D Hole Saws in plain view. 
Bright colors attract customers, dis- 

5S a play reminds them of many Hole 

i ne te Saw uses. THE Biack & 

|| Wholesoler in : 

"Yellow Pages’ | Look under “Tools-Electric” DeEcKER Mere. Co., Dept. 


. H-302, Towson 4, Md. 


@) Black& Decker: 


World’s Largest Maker of Portable Electric Tools 


BUILDING PRODUCTS MERCHANDISER Circle No. 9 on Coupon, page 120. 





By R. Y. Kerr 


Home Building Plateau . . . Industrial Building Boom 
Tighter Money . . . Higher Wages Ahead in ‘57 


The board of directors of the 
National Retail Lumber Dealers 
Association at its annual meeting 
in Chicago predicted that 1957 will 
be a good business year. The 
NRLDA plans to develop a closer, 
and more mutually beneficial, rela- 
tionship between dealers and manu- 
facturers. 

=x *k * 


There was much enthusiasm over 
the three houses developed as a 
result of the Women’s Congress, 
and built at Munster, Ind. Paul V. 
DeVille, Canton, Ohio, chairman of 
the committee dealing with these 
houses, said he had never known a 
project that generated greater en- 
thusiasm on the part of everyone 
concerned, including building prod- 
ucts manufacturers who provided 
the materials for the houses. 


x k * 


Housing and Home Finance Ad- 
ministrator Cole told the directors 
that his agency would do everything 
possible to help improve the flow 
of mortgage money; that mortgage 
funds are now less competitive than 
other long-term loans; that there is 
a strong and impatient demand for 
new houses; and that he looked for 
1,100,000 unit starts as a reason- 
able goal and a sound volume of 
housing activity in 1957. 


ie es 


One of the nation’s trusted an- 
alysts says he thinks this will be a 
“plateau year”; running about level 
with ’56; adding that he thinks 
manufacturers of building materials 
know they'll have a selling job to 
do. R. A. Schaub, retiring presi- 
dent of the NRLDA, reported many 
letters from manufacturers, saying 
their consumer advertising would 
continue to advise the public to see 
local lumber dealers when planning 
to build or modernize. 


x * * 


H. R. Northup, executive vice- 
president of the NRLDA, said that 
tight mortgage credit undoubtedly 
is the big problem of lumber dealers. 
Practicaily all building economists 
think there’ll be a big construction 
volume in ’57, meaning a total of 
all construction, heavy and light. 
The Department of Commerce 
guesses a $4614 billion total: five 


percent greater than ’56. 
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Predictions for residential starts 
vary from 800,000 to 1,200,000, de- 
pending upon the good cheer of the 
predictor. Northup says more than 
a million, which is a good number 
of houses. But, Northup adds that 
for some time there'll be difficulty 
in getting long-term, low-down-pay- 
ment loans; since the mortgage 
market for some time will have to 
compete with heavy demands for 
business funds, loans for the high- 
way program, and needs of indi- 
vidual consumers. 


=x * ®& 


A year ago a conference spon- 
sored by the National Association 
of Home Builders predicted that 
’56 housing would have a compara- 
tively thin time. Estimates as of 
now indicate that ’56 housing starts 
dropped more than 200,000 below 
the ’55 figures. Another NAHB- 
sponsored conference says that, un- 
less loan money is relaxed, °57 
housing starts may drop to 900,000. 
The NAHB also released the pre- 
diction of top-flight bankers stating 
mortgage money will be available 
this year for upwards of 1,100,000 
new residence units. 


x. x. & 


The NRLDA says the home im- 
provement market will be impor- 
tant—if it’s skillfully cultivated. 
It always does rise in importance 
when there’s a financial bind on 
new construction. Except in drought 
areas, the farm-building market 
should expand because of expected 
increases in farm income. Another 
matter of importance is improve- 
ment of the operating and merchan- 
dising techniques of the building 
materials industry. 


x * 


Judging by President Eisen- 
hower’s official papers, it appears 
that within the predictable future 
money will keep playing hard to get. 
Government action to reduce inter- 
est rates are not probable for some 
time, unless of course the brakes 
begin to heat and grab. But price 
increases that follow wage increases 
will get dirty looks from Washing- 
ton. It seems a trifle odd to jump 
onto the effect and to ignore the 
cause. No one in an official position 
seems to fear that prosperity-bust- 
ing deflation is ahead; but there are 
officials who have hysterics when 
they think that price increases may 
bring buyer resistance. 


The difference between inflation 
and buyer resistance may be defined 
like this: A buyers’ strike is the 
product of fear; fear of lost jobs; 
fear of general foreclosures; fear 
that banks will fail; in_ short, 
FEAR. Deflation has some roots 
in fear; but mostly it’s a product 
of hot consumer temper. The con- 
sumer finds he is asked to pay 
higher prices when his own income 
is not rising. It’s not being scared 
so much as being mad. 


x *&* * 


A farmer whose operating costs 
go up while his selling prices go 
down sees escalator clauses raise 
wages of industrial workers and 
add to the cost of articles he must 
buy. So he doesn’t buy. Recent 
buyer surveys reveal that consumers 
are becoming price conscious and 
are more or less revising their pur- 
chasing schedules. Tough price 
competition follows, in order to 
stimulate sluggish sales. That’s at 
least the beginning of deflation; 
another way of saying the national 
economy is getting out of balance. 


x k * 


However, most experts agree 
with the NRLDA that ’57 will be a 
pretty good business year; espe- 
cially if there’s merchandising co- 
operation among manufacturers, 
wholesalers and retailers of build- 
ing materials. 


+s *® 


Urban renewal projects are be- 
coming important in the building 
industry. Housing Administrator 
Cole has announced a federal capi- 
tal grant of $24,097,604 and a loan 
of $79,728,350 for the District of 
Columbia’s 446-acre, Southwest 
Area “C” Urban Renewal Project, 
within the shadow of the Capitol. 
These are the largest sums ever ap- 
proved for a single project in the 
federal-aid program. The grant in- 
cludes the cost of relocating some 
4,100 families, displaced by elim- 
inating the blighted residential, 
commercial and industrial area and 
restoring it to sound uses. There 
will be the erection of new govern- 
ment buildings to replace tempo- 
rary, wartime structures. Because 
of its location, this area has a high 
value in metropolitan restoration. 
Included also will be homes, shops, 
schools, parks, churches, and all fa- 
cilities needed in a residence area. 
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Sales Ahoy! 


|e ey 


GET A GREATER SHARE 
OF ’°57 PROSPERITY: 








Stock the Oak Flooring that 
means smooth “SALE-ING” 


for your Builders... 


OAK FLOORING 
: | SPLINTER Aye, Aye, Sit! 


sates aanegine lp ot CLIPPER Captain, the trend to flooring is oak and the trend to 


spur. Saves valuable oak flooring is Cloud's LOCKWOOD Brand! 


labor hours 





Across the nation, builders are the satisfied customers of dealers 
who stock and sell the oak flooring that's engineered to go down 
faster, fit snugly without forcing, and requiring a minimum of 
sanding and finishing. 


They know that Cloud's Lockwood Oak Flooring saves them plenty 
in labor costs. They appreciate Cloud kiln-drying, resulting in no 
shrinkage, no warping, no cupping. They value the Snap Side 
Match design, the Nail-Groove feature, the Splinter Clipper and 
precision-milling, each so important to labor savings! 





And builders know, too, that the beauty of Cloud's Lockwood Oak 


- Flooring helps to sell homes on sight! 
Yes, if you're the ‘‘skipper’’ of a building material organization 
e NAIL GROOVE serving contractors, you, too, will find it smoother ‘‘Sale-ing"’ all 
FEATURE through 1957 when you put plenty of Cloud's Lockwood Oak Floor- 


ing in the ‘‘hold"' for serving your builder accounts. 








Lockwood has the Nail Groove feature LET US QUOTE ON 
and Snap Side Match design which speed 


up laying and help the profit picture! YOUR REQUIREMENTS Quauitr 


CLOUD OAK FLOORING C0. 


FLOORING 
N Getta M1 $e Se 8 





SINCE 
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Dramatic interiors like this are making thousands 
of your customers Marlite conscious! 


Month in and month out, beautiful HomEs AND GarRDENS are read by more than 16,000 

Marlite interiors (designed by the building and remodeling prospects. In addition, 

noted New York decorator Ving Marlite ads appear regularly in 22 magazines in- 

Smith) appear in leading consumer cluding NEwsweEek, Goop HovuSsEKEEPING and 

magazines such as BerrER HOMES Home MobpDeERNIZING, reaching your prospects. 

AND GARDENS. The result: thousands of prospects Tie-in with this powerful program by using free 

in your community will be thinking about Marlite Marlite ad mats and other sales aids designed espe- 

. many will check with you for Marlite estimates, cially to help you increase your Marlite sales. Get 

literature, samples. full information from your Marlite representative, 

For example, in a typical county (Marion County, or write Marlite Division of Masonite Corporation, 
Ohio, population 55,700) Marlite ads in BETTER Dept. 241, Dover, Ohio. 


TD fume oF 


com ® 
~ e . ne yy 
Marlite plastic-finished paneling ze Hosen 


45 aoveansto WE 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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gives your customers 
these b quality features 




















































CFal Fencing is a favorite of thousands of Western from weak spots because it is carefully woven using full 
farmers and ranchers. And no wonder! Look at these gauge wires. Stay wires are wrapped four times at 
big advantages ... then stress them when you talk to every jomt. 

customers. You'll find they often clinch the sale for you. Je PROPERLY-FORMED TENSION CURVES — The 


deeply-formed tension curves on CFal Fence do more 
JS HINGE JOINT CONSTRUCTION—Every joint of 






than keep the fence tight all year round—they point 
CFal Fence is flexible to prevent permanent damage if down and drain water off the fence more quickly. 

the fence is crushed by a heavy object... and to permit 

the fence to conform to the contour of uneven ground. J ATTRACTIVE APPEARANCE—CFal Fence keeps 


its smooth bright galvanized finish long after it’s left 
2. DURABLE, UNIFORMLY THICK GALVANIZED your store... improves the appearance of your custom- 







COATING —CFal Fence gives years of rust-free service ers’ property for years to come. 

because it’s coated with specially selected zinc to assure 

a tight, weather resistant galvanized finish. V/s: VARIETY OF STYLES— You can fill customer needs 
exactly because CFal offers nearly 150 different types, 
heights and weights of woven wire fencing. 





/* FREE FROM WEAK SPOTS—Cfal Fencing is free 


Be sure you sell and recommend fencing that meets these six requirements—CFal Fencing. 
And don't forget that CFal offers a complete line of fencing materials to make your cus- 
tomers’ job easier—CFal BARBED WIRE .. . CFal BARBLESS WIRE... CFal CINCH 
FENCE STAYS ... CFal SILVER TIP STEEL FENCE POSTS... CFal NAILS & STAPLES. 










3699 





THE COLORADO FUEL AND IRON CORPORATION 













Albuquerque * Amarillo « Billings « Boise *« Butte « Casper « Denver + E] Paso « Ft. Worth * Houston 
Kansas City © Lincoln (Neb.) * Los Angeles * Oakland * Oklahoma City + Phoenix « Portland * Pueblo 
Salt Lake City * San Francisco * Seattle * Spokane * Wichita 


PROTECTION 
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The Panel Parade got such a tremendous reaction in the showroom, Desmond Lumber 


Co., Lincoln, Nebraska, is going to use this picture as a ““come-on 


“ in newspaper ads. 








Ed Klemm of the Wilbur Lumber Company, Waukesha, Wisconsin, is enthusiastic about 
the Panel Parade because the big size of the samples has led to new sales already! 


Leading dealers show how you can add 


Fifty years ago there was a familiar sign in America’s 
lumber yards and retail stores—“if you don’t see what 


you W ant, ask for it.” Funny part, though, is that if 
pe ople don't see what they want, they don’t ask for it! 
You've got to display to sell. Ask the supermarkets. 
The profit picture in most lumber yards mé akes the 
displaying of high-profit items a must. That's why 
Weldwood developed the Weldwood Panel Parade. 
alers who have installed it rate the dis- 
“very good” to “excellent” and “fabulous.” 
Parade enables you to show 67 types of 


That's why de 
play from 


The Panel 


Weldwood Paneling (18 different woods ) in big sizes 
that are attractive, and easy for the customer to visual- 
ize in his own home. And when you sell an order of 
Weldwood Paneling, your cash registe r can feel it! You ll 
never get rich se ling low-profit wall materials; the big 
money's in the big profits in Weldwood Paneling. 

Ask your We Sidwood representative about the Weld- 
wood Panel Parade. Or send the coupon for informa- 
tion. You can see the Panel Parade at any of our 87 
offices in principal cities. In Canada: Weldwood Ply- 


Ltd. 


wood, *Reg. and Pat. 
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A small Surfplank™ and Plankweld* display sold wonderfully for Holt Lumber, Inc., 
Milwaukee—so they know that the big, big Panel Parade will mean big, big sales. 


, steihadecl ae 








a 
Two sales from this display in the first week! This is the Laird Lumber Company, 
Manitowoc, Wisconsin. The Panel Parade has stimulated interest of all customers. 


new profits with the Weldwood Pane 


United States Plywood Corporation 
55 West 44th St., New York 36, N. Y. 


Please send me full information 


Gentlemen ibout the Weld- 


wood Panel Parade display plan iiataiae 


eldwood Paneling ; -: 


A product of COMPANY 


UNITED STATES PLYWOOD CORPORATION 
Weldwood—The Best Known Name in Plywood 


ADDRESS 


BUILDING PRODUCTS MERCHANDISER Circle No. 13 on Coupon, page 120. 





All flush doors may look alike... but 
these 9 reasons prove why America’s Sew’ 


are Paine 














These nine production photographs show the time 

craftsmanship, precision, care . . . and highly 
specialized equipment required for the manufacture 
of Paine Rezo Doors. Backed by over a century of 
woodworking experience and more than nine mil- 


lion installations, it’s no wonder architects, dealers. 





builders - and home owners-—call Rezo Doors 


America’s finest doors! 


For information, write: 


LUMBER COMPANY, LTD. 


ESTABLISHED 1853 ° OSHKOSH, WIS. 


All lumber kiln-dried to specific, 


and uniform moisture content Rezo Doors equal or exceed the requirements of C.S. 200-55 


Ja 
© Mean eembedive, 


5 Accurate assembly is assured by 


Stiles and rails securely fitted Hand-matched face veneers; the 4 A complete coating of resin glue 
controlled heat and pressure. 


Stiles are 17\,'' instead of 1¥e@”’. panels Ya’’ thick—instead of /,”. is applied by machine. 


A SS RS 
8 Special doors are custom-made 9 Each door must be painstakingly 


Doors are carefully belt-sanded 
by experienced craftsmen. inspected in oblique light. 


Doors pass through a complete 7 
, to a cabinetmakers’s finish. 


conditioning cycle in special kilns. 
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THE AMAZING NEW WINDOW WITH SA 


T.M. Reg. Pend. 











U. S. Pat. No. 2,666,235 


safe, easy cleaning 
more air! no drafts! 








Both sashes tilt easily to any desired 
angle for true healthful no-draft ventilation 
that uses 100% of the wall opening! 
Wash a// outside glass in comfort—without 
disturbing screens or storm sash. Looks 
like an ordinary window and can also be 
used like one—concealed adjustable 
spiral balances for quiet, easy operation. 


It goes up...It goes down.. 


FAMOUS BEE GEE...THE DECORATOR’S WINDOW 


Companion line of 170 high-style 
casement, picture and corner picture 
windows...idea” windows designed 
as focal points for lovely modern 
interiors. “Wife-Approved” for their 
clean, slim modern beauty, their 
practical convenience. Completely 
assembled units, ready to set 

in the wall. New fingertip Crank 
Operator now optional, factory- 
installed — also in “Do-It-Yourself” 
kits for older Bee Gee windows. 











- 


“| W Reg U.S Pat. oF 
er = BROWN-GRAVES CO., Dept. AL-118, Akron 1, Ohio 
Send catalogs with full details on: 


d d [_] TWIN/TILT WINDOWS _] BEE GEE WINDOWS 
a woe mail coupon lama: [] builder [_] architect [_] dealer 


WINDOWS ees ia 


ADDRESS 


ZONE STATE 


BROWN-GRAVES CO., Akron 1, Ohio 
BUILDING PRODUCTS MERCHANDISER Circle No. 53 on Coupon, page 120 
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TENEX wall cabinets by 
Henry Hill, A.I.A., who design- 
ed this attractive California in- 
terior. Fixed TENEX panels 
below and sliding doors above 


are 2’ wide. Shelves are adjustable. 








NEW! Sales 
action aids 


NEW! Unit Displays 

Hanging wall displays, 30 inch wide, complete 
with sample paint and stain finishes and 
literature holders. Units are adaptable 

to standard NRLDA displays and 

other showroom uses. 

NEW! Triple-duty Literature 

Use for: 1. Self-mailer 

2.Enclosure 3. General handout 

NEW! Window and Wall Poster 

With display tags and balloons for 

island ends, light cords, windows and walls 
NEW! Dealer Sales Action Kit 
Includes dealer newspaper ad mats, new 
direct mail program, ad reprints and 

other display materials. 


handsome waferwood textured panel 


sells on sight 


The textured elegance of 
TENEX gives walls, ceilings 
or cabinets a distinctive ap- 
peal. Your customers will be 
charmed by TENEX’s luxur- 
ious, three - dimensional sur- 
face. Builders and do-it-your- 
selfers will cheer its low cost. 
Unlimited design 
flexibility 

TENEX opens a new 
world of interior styling pos- 
sibilities. Clear finishes cap- 
ture all the warmth and 
natural beauty of the high 
altitude woods that constitute 
TENEX. New nationally 


QUALITIZED 
LUMBER, LATH, 
TENEX WAFER- 

PANELS AND OTHER 
SPECIAL PRODUCTS 


popular color shades in stains, 
paints or waxes come alive 
with new vibrance when you 
apply them to TENEX’s 
richly textured surface. 
Panels are 4’x8’ and 4’x16’, 
sheets 1/,” thick. And, there 
never was a panel so easy and 
fast to install! Works like a 
dream with ordinary hand 
tools. Nail heads “vanish” 
midst TENEX’s mosaic sur- 
face. 
TENEX sells on sight 
In a nation-wide survey 
last year thousands of home 
owners, hundreds of archi- 


Spokane, Washington 


TREE FARM 
PRODUCTS 


Engelmann Spruce 
Douglas Fir - Larch NAME 
Idaho White Pine 
Inland Red Cedar 
Ponderosa Pine 
Lodgepole Pine 
White Fir 





River 


STREET 
° ° CITY 
Member: National-American 
Wholesale Lumber Association 


BUILDING PRODUCTS MERCHANDISER 


Please send me (mark “X’’) 
criptive literature 


COMPANY 


tects and builders were shown 
samples of TENEX, Pack 
River’s handsome new wood 
panel. Survey tabulations 
pointed to one conclusion 
TENEX sells on sight and 
sells in volume! 

Sales reports from retail 
building material dealers 
these past few months con- 
firm this view. Customers 
come in, see it and buy it. 

Call Packy for the TENEX 
story and for all your lumber 
needs. P. O. Box 1452, Spo- 
kane, Washington. Phone 
Riverside 7-3011. 


Write Packy for TENEX sample and free literature 
Pack River Tree Farm Products 
P. O. Box 1452 Dept. AL-T1L 

sample of TENEX__-; des- 


- information about new sales aids. e 
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Ironwood ™ 


. ault Ste. Mariee 
Marenisco 


*Newberry 


e *Connorville e 
Marquette 
* 


, Park Falls @ Phelps ~ / 

lron Mountain®, © 

Lumber _ Laona ® ec) 
: w White Lake ® 


é ausau ® 
OF Marshfield Oconto® 


3° 
FINE up 2 
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Neenah ® 


& 
4 Milwaukee 


NORTHERN 
HARDWOODS 


Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 


these quality hardwoods. Consult the firms on this page for your requirements in Northern 


Woods. 


*tHolt Hardwood Go. . . . « . « « « Oconto, Wis, 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Herring- 
bone, Parquetry types; all types Heavy Duty Flooring. 


*“1J, W. Wells Lumber Go, . . . . . Menominee, Mich, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 


Custom kiln drying. Upper ar a Maple and Birch lumber, 
rough. 


*Copeland LumberCo, . . . . . « « « Chicago, Ill. 


Mills—Marquette and Newberry, Michigan 
Sales Office — CHICAGO — 228 N. La Salle St. 
Hardwoods. 

Planing Mills and Dry Kilns. 


+Member Maple Flooring Mfrs, Assn. 





ee gy 


*Goodman Lumber Company... e cana eeiigty of nc. 


Sales Office: GOODMAN, WISCONSIN 
Mills at: Goodman, Wisconsin and Mohawk, Michigan 


Northern Hardwoods, Hemlock, White Pine and Basswood 
Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich....... : Ironwood, Mich. 


Roddis Lbr. & Veneer Co., Ltd....... Sault Ste. Marie, Ontario, Can. 
Complete stock N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
Birch, Flg. Hdwd. Ven‘r’d Doors. Plywd. Modern Dry Kiln facilities. 


“Kimberly-Clark of Michigan, Inc. . . Sack Neenah, Wis. 
Mills at Marenisco, Mich. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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Andersen 
seauty-Line 
window 





TACO) 
packed with features that make it 
easy to stock...easy to sell! 


etrim narrow lines 

elow per-square-foot cost 

efixed and ventilating sash in one unit 
ecompletely assembied and packaged 
eseven popular sizes 

eexceptionally weathertight MOTE « -« 














ideal tor bedrooms. Here two 4’7” high Beauty-Line Windows combine with 30° 
Andersen Flexivent Units to bring matchless window beauty to this light and cheerful bedroom. 



















———_—— ee gs: 


three che 


factory packaging protects new Beauty- welded insulating glass is optional 
Line Window. Makes handling safe and easy feature. Other options include removable double 1. Standare 
in warehouse and at building site. glazing, aluminum frame screens. shut to assu! 


new Andersen Bee 
combines beauty, Gt 


3-4%4 
3-3% 


| fs 









in split level homes versatile new Beauty-Line Windows blend per- 
fectly to enhance architectural design no matter what exterior you have in mind. 


4-1%e 


4-0% 
3-11% 


mE 


4.91% 
4-8% 
4-7% 


—| Fe 











6-0'%e 
5-11% 
5-10% 


[= | 





in popular one story style new Beauty-Line Windows add charm 
and appeal to exterior appearance, whether home is traditional or contemporary. 


Anderse 


QQ? ANDERSEN CORPC 














three choices of operating hardware tor new window 


1. Standard lock pulls sash tightly 2. Bar-Lock offers tight closure in 3. Roto-Lock works under screen. Dual 
shut to assure fully weathertight seal. underscreen operation at low cost. arms pull sash ends in snug and tight. 


eauty-Line window 
quality and low cost ! 


new Beauty-Line window offered Here’s the window to help you build new sales with 


in four heights, two widths . ‘ 
your contractor customers. It’s called the Andersen Beauty-Line 







































































UNIT DIMENSION 2-10% 3-10% Window. It has a fixed upper sash over an awning styl 
ROUGH OPENING }2-8% 3-8% noe ahi g style 
BASIC UNIT SIZE. P2-7% 3-7"Ke lower ventilating sash. 
SASH OPENING 2-4% 3-5 
GLASS SIZE " 39%" , os ‘ 
od " Feature of Andersen’s patented design is an exceptionally 
L . rl > 4 narrow meeting rail between the upper fixed sash and the lower 
nemo F a 
oom e ventilating sash. 
ee? ae * , ‘ , 

Economies effected in the design, and through the use of a 
ace ae a fixed upper sash, mean Andersen brings you a low over-all cost 
2 N , a 
= x = x pa per-square-foot of glass area with the new Beauty-Line Window. 
+30 to _ a . . ; 
Slidl ¢& Versatility of the new Beauty-Line Window makes it 

ideal for solving almost any window problem. It’s available in 
| | | | F 4 | seven sizes with four heights and two widths (see size table). 
rf srz 4 All sizes can be easily joined together to form mullions and 
t¢o¢ x ‘ , : . : 
| | | | & | triples. The Beauty-Line can also be used in conjunction 
ie ; 
with other Andersen WINDOWALLS. 
| | | | 1 The new Beauty-Line Window comes completely 
FX Ey & assembled and packaged from the factory to reduce handling 
Suu ] and warehousing problems to the vanishing point. 
| | | | = For more information see your WINDOWALLS distributor, 
pS 





3863 or write Andersen Corporation. 


sen \Windowalls 


TRADEMARK OF ANDERSEN CORPORATION 


CORPORATION + BAYPORT, MINNESOTA 





new 
Andersen 
Beauty-Line 


ee cea 








a new idea 


in 


TAD we window beauty 


from 





Andersen 


Corporation 


see for yourself ....4j 








Ideal for living rooms. Big 5'10” high Beauty-Line Windows can be easily 
joined together to form glamour Windowalls. . . proven selling features in today’s homes. 





























ideal for kitchens. Short 3’3” height of new Beauty- ideal for dining rooms. Medium 4’7” height of new Beauty- 
Line makes perfect kitchen window for use over sink or counter. Line Window is useful in dining rooms . . . and all through the house, 





HOME 


keeps people 


stirred up 


Lots of homeowners, your best prospects, have 
the best of intentions when it comes to remodeling 
their homes, making repairs or investigating new 
house plans. They just need more information 
and a frequent reminder of your services. Here’s 
how to promote action: 

Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list or 
one we can develop for you. HOME is full of de- 
tailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 


A service for lumber and building product retailers developed 


by American Lumberman and Building Products Merchandiser 





J 6% 


%y, 
NS e 
" 


who are looking for how-to information. A recent 
readership survey indicates that 98% of readers 
know the name of the dealer sending them HOME 
magazine; 75° have made purchases as a result 
of receiving it. 

Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 15¢ per copy, including your front cover 
imprint, all handling and mailing charges. 

We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000F, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
FInancial 6-5380 


( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 
Business name 
Street. 


City Zone_____ State 


Your name 
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Delivery from stock... as close at hand as your phone 





ie” 








LUPTON Aluminum Sliding Doors...Metal Windows 


2 tested ways to turn “‘lookers”’ into buyers 


Lupton windows in stock types and sizes are carried in 
stock at the factory and in convenient warehouses. For 


MICHAEL FLYNN MANUFACTURING CO. 

Main Office and Plant:............ 700 E. Godfrey Avenue, Phila. 24, Pa. 

fo ct ee ee 51 E. 42nd Street, New York 17, New York 

Los Angeles Office and Whse.: 672 S. Lafayette Park Place, Los Angeles 57, Calif. 

Stockton Office and Warehouse:....... 1441 Fremont Street, Stockton, Calif. 

Cincinnati Office:....... DeSales Bldg., 1620 Madison Rd., Cincinnati 6, Ohio 
Sales Offices and Representatives in Other Principal Cities. 


on-the-spot service from the Lupton Sales Representative 
nearest you, look in the Yellow Pages under Windows 
& Sash—Metal. 


LUPTON 


METAL WINDOWS 











SPECIAL EDITORIAL 


















































Laying It on the Line! 


By Art Hood 


A manufacturer and a dealer were talking to me 
at the recent NRLDA convention about the difficulty 
of getting a contractor to “figure” on any home im- 
provement job that required two or more building 
tradesmen. It was agreed that building improvements 
are “the most difficult things in the world to buy”— 
probably the weakest spot in the generally inadequate 
point-of-retail-sale performance. 

Homeowners need over 125 end-use home improve- 
ment packages selling for $100 or more and involv- 
ing the materials of more than one type manufac- 
turer. Having at present no central store to go to, 
they encounter varied frustrations in attempting to 
satisfy their urge (often generated by manufactur- 
ers’ consumer advertising) for even the simplest 
home improvement projects. 

A manufacturer cannot expect national advertising 
to do a job unless and until the retail selling is organ- 
ized effectively. A manufacturer recently said, 
“Would to God somebody would lay it on the line as 
to what is needed to break the bottleneck of home 
improvement sales in this country.” Well, here’s a 
try! 


Step One 


The first step is to cireumscribe and identify the 
area to be treated. 

The $46 billion (annual sale) construction in- 
dustry has two basic divisions —autogenetic and 
merchantable. Definition: autogenetic or self-gen- 
erating construction—embraces the area of govern- 
mental construction and private heavy construction 
such as roads, bridges, industrial, commercial and 
institutional buildings. 

Merchantable construction — embraces building 
projects that can be merchandised (creatively sold) 
to family consumers, such as new homes, home im- 
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provements and farm building . . . merchandising— 
merchandising is the sales-creating use by manufac- 
turers, wholesalers and retailers of strategies, tactics 
and facilities to bring products and consumers to- 
gether in a stimulating buying environment (store) 
and in the presence of a well-trained properly mo- 
tivated, adequately equipped and effectively super- 
vised retail sales person. 

Each of these two basic divisions of the construc- 
tion industry currently enjoys about 50% of the 
total construction volume but the potential for Mer- 
chantable Construction is much greater than is cur- 
rently realized. Merchantable Construction must be 
segregated as a specialized marketing problem and 
treated as a total marketing concept! 


Step Two 


Step II obviously is to study the marketing prob- 
lems of Merchantable Construction. Here are some 
of the reasons for a lack of creative selling: 

1. The carpenter-contractor who fabricates the 
bulk of Merchantable Construction is not trained, 
equipped or adaptable to creative selling. 

2. Having grown to be our largest industry with- 
out extensive merchandising, the construction indus- 
try has not widely understood the need for creative 
selling until recently. 

3. No manufacturer produces more than 20% of 
the total cost of any building that can be creatively 
sold. (This fact proves the necessity for group action 
in solving “package” marketing-educational prob- 
lems). 

4. Few manufacturers and distributors under- 
stand that the more than 100 end-use packages are 
what the consumer buys, not the individual products 
they have to sell—if they wish to sell creatively. 

5. Manufacturers’ research has been primarily 
concerned with, and almost exclusively directed to, 

(continued on page 44) 
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This well known military tactic finds sci- 
entific and practical application in the HOT 
WAR of summer with invasion of heat, and the 
COLD WAR of winter with heat loss from 
buildings. 

For a marked increase in insulating value 
because of a marked reduction in heat flow by 
convection upward and laterally, divide the 
depth of joist spaces into multiple shallower 
spaces. This important scientific contribution, 
the result of research by H. E. Robinson and 
F. J. Powlitch, under the direction of R. S. Dill, 
all of the National Bureau of Standards, was 
published by the Housing & Home Finance 
Agency under the title, “The Thermal Insulat- 
ing Value of Air Spaces, Research Paper 32.” 


They report that as the temperature dif- 
ference between bounding surfaces in an air 
space decreases, convection also decreases. The 
more the space is subdivided, the greater is the 
division of the original spread of temperature. 
Therefore each space carries a smaller burden 
of temperature difference, and has greater in- 
sulating value. This is true down to about 1”. 


LAW OF APPRECIATING RETURNS 


For this reason, for heat flowing in the up 
and lateral directions, successive reflective 
spaces, one behind the other, follow a law of 
appreciating returns. Each reflective space thus 
formed follows a pattern of increasing insulat- 
ing value as the number of subdivisions of the 
joist space increases. 


Each 1” reflective space where the joist 
space has been subdivided in six parts, has 
greater insulating value than each similar 1” 
space where it has been subdivided in 5 parts; 
which in turn has greater value than each such 
1” space where there are 4 subdivisions, etc. 






























HOT WAR - COLD WAR 














DIRECT DEALERS WANTED. 
No minimum stock required. 








TREFLECTIVE J REFLECTIVE 4 REFLECTIVE 5S REFLECTIVE 6 REFLECTIVE 
SPACES SPACES SPACES SPACES SPACES 


wooo 
FLOORING 


WEAT 


i 8” JOISTS 






LATH AND PLASTER 


The total insulating value in an 8” space of 
6 such reflective spaces is more than twice that 
of 3 such spaces, over 50% better than 4. 


GREATEST HEAT FLOW BY RADIATION 


The greatest flow of heat across building 
spaces is by Radiation. When aluminum subdi- 
vides joist spaces into successive reflective spa- 
ces, heat flow by radiation as well as convection 
is also drastically reduced, because aluminum 
surfaces have 97% reflectivity, and 3% absorp- 
tivity and emissivity for heat rays. Conduction 
is slight through the low density air spaces. 


The Thermal Factors below were calcu- 
lated by Infra engineers, with the use of Re- 
search Paper 32. The ceiling joist was taken as 
754”; floor joist 95g”; wall stud 35%” for 3 and 
4 spaces, 55g” for 5 and 6 spaces. The roof was 
taken as asphalt shingles or roll roofing on 
2545” solid wood sheathing. Air temperatures 
were assumed as follows: 













Heat Inside Outside Mean Temp. 

Flow Temp.—°*F Temp.—°F Temp.—°F Diff.—°F 
Walls side 70 0 35 70 
Cajlings up 80 10 (attic) 45 70 
Ceilings down 90 120 (attic) 105 30 
Floors down 65 30 48 35 









THERMAL FACTORS FOR PARALLEL REFLECTIVE AIR SPACES 


(In Btu per sq. ft., per hour, per degree F) Thermal Insulating Va 
Where Dividing Media are ALUMINUM with .03 emissivity, and PAPER, spaced 1” apart. 

































For a FREE COPY of “The 


lue of 


Air Spaces” and samples of 































































i Calculated on the basis of work done by the National Bureau of Standards a multiple aluminum insu- 
i For Housing & Home Finance Agency's Research Paper No. 32 — oe a Ns 
| subdivides building spaces 
: ‘ ear 5 ee i gos Bs th e< ou on belo ™. se 
A FACTOR] FACTOR FACTOR FACTOR] FACTOR FACTOR FACTOR FACTOR] FACTOR 

Number of REFLECTIVE SPACES (=-L) |Ceiling & (=-L) [Ceiling &| Floor || Wall | Wall § iNFRA INSULATION, inc., 525 B’way. 

. Roo . Roof | over J New York, N. Y., Dept. U-2. 

(unfloored unfloor ed — | Please send ‘Research Paper No. 32.” 
PS REFLECTIVE SPACES >.> pec . 

2 aluminum foils. 1” apart ==> |_J41| 7.10 | .Jo1 || 049 | 2043 | 038 | .043 || 099 | 075 ! 

f 4 REFLECTIVE SPACES ceoninaieetie’ I NAME 

4 taper sheet. %” apart 77 |_.105| 9.53 | .081 || 042 | 24.01 | .035 | 037 || .068| .056 § 

5 REFLECTIVE SPACES peoaean i ne 
3 aluminum folly art saeeee | 081] 1229 | .066 | 034] 29.40 | .031 | .030 || .051 | .044 y 
rs REE TIVE SPACES a t 
3 aluminum foi ; J j j . J d , 
; alum mm fo is ‘pies 067; 1481 056 032} 30.80 030 026 042 | .037 re 
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product development rather than to distribution 
problems. 

6. Dealers hesitate to take responsibility for small 
contractor performance. 

7. Manufacturing, wholesaling and retail manage- 
ment enjoying good profits in 12 years’ of a seller’s 
market have not generally had the spur of necessity 
to plan and capitalize on the enormous potentialities 
for creative selling of Merchantable Construction. 

8. We have an articulate home building in the 
National Association of Home Builders but there is 
no conscious articulate structural improvement in- 
dustry. There is an area where the sales potential is 
twice that of home building! 

9. Dealers in the market have failed to make sig- 
nificant use of that vital tool of creative selling called 
“installment payment plans.” 

10. Retail sales management as a science is very 
limited in the distribution industry. We need to 
develop 380,000 sales management conscious and 
trained executives in the lumberyards of America. 
These men must be merchandise managers and store 
administrators as well as managers of inside and 
outside sales people. 

11. There is probably no retail sales manager in 
the industry, who is at present fully equipped with 
the needed tools and facilities to do a creative job 
of sales management in the field of Merchantable 
Construction. 

12. Salesmen trained to creatively sell end-use 
Merchantable Construction packages to consumers 
are a rarity in our retail establishments. We need at 
least 50,000 additional retail sales personnel. 

13. There are very few retail salesmen in the in- 
dustry adequately equipped at present with the tools 
and helps they need to do a creative selling job on a 
full line of Merchantable Construction packages. 


Step Three 


First of all clear objectives are needed and it’s 
time to discard three fallacies. 

Fallacy #1. That efforts by dealers, wholesalers 
and manufacturers to develop contractors as effective 
and creative retail sales organizations can ever be 
successful on a market-wide basis. 

Contractors by nature, background, education and 
experience are construction superintendents, not 
merchandisers. The exception to this rule should be 
encouraged to spend their full time selling and get 
others to do the constructing on the work they sell. 
The industry needs both contractors and salesmen 
and both should be developed and trained—but our 
greatest shortage is in creative salesmanship. 

Fallacy #2. That manufacturers will ever get ef- 
fective results from consumer advertising until (a) 
materials are locally available to supply consumers, 
and (b) point-of-retail sale management and sales- 
men are effectively trained. 

Fallacy #3. That manufacturers, wholesalers or 
retailers can creatively merchandise individual prod- 
uct lines without promoting the big-ticket consumer 
service packages into which the product lines fit. 

Year after year production and sales volume is lost, 
consumer service is handicapped. net profits are low- 
ered, and important money and effort are wasted 
where these fallacies are not recognized as such. 
Let’s put a stop-loss on these wastes and start the 
job that has to be done! 

Should not all producers and distributors in the 
light construction industry concentrate on the prob- 
lem of developing adequate numbers of effective re- 
tail sales managers and creative retail salesmen to 
the point where all three major markets of the Mer- 
chantable Construction industrv —home bui!4ing, 
structural improvements and farm building—will be 
adequately promoted, serviced and sold? 
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Specifically the industry should plan so that any 
consumer in the United States and Canada can find, 
at a local lumberyard, a home planning and improve- 
ment center where his needs for Merchantable Con- 
struction packages will be handled on a one-stop, 
complete service basis just as he is sold (and buys) 
anything else for which he pays $100 or more. 


The Crusade for Package Selling 


There will be little chance of implementing ade- 
quately Step III until the marketing executives among 
building product producers who do consumer adver- 
tising accept the basic principles outlined above. 

A few manufacturing sales managers have initialed 
these lines as sound thinking and more than 2,000 
dealer-managers have endorsed these principles. As 
few as 100 manufacturers could start the implemen- 
tation of these objectives. 

A “Committee of 100” might be set up—or the Pro- 
ducers’ Council could be a vehicle if they would se- 
gregate their Merchantable and Autogenetic con- 
struction problems and programs. Or the organizing 
committee could be made up of a representative group 
of all three investment factors of the industry— 
manufacturers, warehousing wholesalers and dealers. 
Such a group could start a Merchantable Construc- 
tion Institute to develop educational programs and 
“nackage” selling and sales management equipment 
for the Merchantable Construction industry. (The 
American Banking Institute provides a general pat- 
tern for the type of Institute this industry needs.) 


Self-sustaining Program 


It should be planned that the Institute would ulti- 
mately be self-sustaining but non-profit making. In 
other words, all trainees—or their companies—should 
pay a little more than the cost of the training the 
Institute provides. 

A group of eight primary trainers could train 10,- 
000 retail sales managers in four years. However, if 
it was found necessary to install retail sales man- 
agement programs as well as train retail sales man- 
agers, the program would take much longer and 
require more primary manpower. 

With additional thousands of trained sales man- 
agers operating tens of thousands of properly trained 
and motivated end-use package selling sales people, 
manufacturers, wholesalers and retailers could step 
up their consumer advertising expenditures to de- 
velop leads for this creative sales army, with the 
assurance that such leads would be enthusiastically 
followed up by trained creative retail sales people. 

Two-way communication should be set up by the 
Institute with all retail, wholesalers and manufac- 
turers’ associations in the industry, whereby market- 
ing ideas, problems and solutions would be continu- 
ously developed, researched and woven into profitable 
operations. 

In fact, regional and national association directors 
from the organized groups of all these investment 
factors should be on the Board of Directors of the 
Institute. Finally, there is no reason why the neces- 
sary capital structure of the Institute should not 
come from all three investment factors. 

The manufacturers, however, should be the initiat- 
ing group for the simple reason that it is the manu- 
facturers’ obligation not onlv to sell to the dealer in 
rettine materials into his bins but to sell with him 
in getting them into consumption. 

Last vear at the Middle Atlantic Lumber Dealers’ 
convention, a group of manufacturers, warehousing 
wholesalers and dealers passed a resolution endors- 
ing the above proposal in principle. 

Isn’t it high time we start turning the wheels? 
Comment is urgently solicited. 
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BUILDING PRODUCTS MERCHANDISER 


Q. 


Yes, 


NO. 2 IN A SERIES 


How to answer 
your customers’ 
questions 


Are latex paints available for both 
interior and exterior? 


they are. However, requirements for interior 


and exterior paint are greatly different, and latex 
exterior paints came on the market later because 
longer test exposure and formulation experience 
were required. 


Q. 


Are all latex paints much the same? 


In many respects they are similar. 


(a) They are all water thinned; that is, water, 


(b) 


instead of mineral spirits or turpentine, is 
the thinner. 

They all dry to the touch in about 20 
minutes to one hour. 


(c) They have no painty odor; absence of 


(d) 


(e) 


mineral spirits, turpentine, drying oils, ete., 
eliminates the typical “painty” odor. 
Brushes, rollers, paint pans are cleaned in 
just plain water or warm soapy water. 
Holidays and skips can be retouched with 
no lap marks showing. 


(f) In spite of their relatively heavy “body”, 


they flow on easily and need no tedious 
brushing out. 


This information is taken in part from 
our complete booklet called “Latex 
Paint And What You Want To Know 
About It”. Copies are available free 
to established paint dealers upon 
request. We do not manufacture latex 


paints but we are America’s leading supplier of 
latex to the paint industry. THE DOW CHEMICAL 
coMPANy, Midland, Michigan, Dept. PL 1803H. 


YOU CAN DEPEND ON jpre)",¥/ 
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POWER MOWERS and other wheel lawn 
tools are displayed on the sidewalk fac- 
ing heavily traveled highway 52 in the 
Wilmington suburban area. Firm sold 127 
power mowers in two years. 


How to Make $$$ in Lawn & Garden 


Here is a primer in operating a lawn and garden depart- 
ment. It’s based on a Delaware dealer’s experience. Here are 


valuable tips on: 


1. What to sell 


2. Which are the most profitable items 


3. How to promote outdoor living supplies 


“For the retail building mate- 
rials dealer—the lawn and garden 
supply business represents a fabu- 
lous sales potential,” says John 
Shields, hardware manager, 
Shields Lumber & Coal Co., Green- 
ville, Del. And, John knows. In 
1955, the firm’s lawn and garden 
department grossed $40,000—and 
in 1956 it grossed $55,000. 

In John’s own words, here’s the 
lawn and garden product sales 
record: 


Grass seed: “This was our best 
vear for grass seed sales. In 1955, 
we sold $8,000 worth of grass seed, 
and, in 1956, our grass seed sales 
soared to $15,000 worth. Of course, 
we believe in handling a top brand 
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product that eliminates customer 
complaints; our customers come 
back for more. 


Power Mowers: “There was 
plenty of rain early this season, so 
it was a great year for fast grow- 
ing grass, and, naturally, power 
mower sales. In 1955, we sold 50 
power mowers; in 1956, we sold 77. 

“And, we believe that if we had 
a full-fledged service and sharp- 
ening department, we could have 
doubled our sales. Many customers 
are hesitant about buying when we 
tell them we do only light service 
work and no major repairs. We 
got around this by handling only 
the more costly, high-quality mow- 
ers that stand up well. 


“Last October, we started train- 
ing a man for a lawn mower serv- 
ice and repair department. We plan 
to send him to school. We think a 
full-fledged repair department will 
really boost our sales in 1957. 


Lawn tractors: “In 1955, we sold 
five of the three-wheel, passenger- 
carrying lawn tractors. Though we 
were shooting for 10 sales of lawn 
tractors in 1956, we sold five again. 
However, we did sell more acces- 
sories. Each sale averaged about 
$700. Accessories people usually 
buy are the two-wheel trailer carts, 
cultivators, rakes, rollers and snow 
plows. 


Peat moss: “In ’55 we sold 700 
bales of peat moss. In 1956, the 
price-cutters got hold of this item 
and sold it for what must have 
been a loss-leader—$3.98 a bale. 
We stuck to our guns with peat 
moss and still sold 650 bales at 
$5.35 each. 


Fertilizer: “In 1955, we sold a 
truck load of one type of lawn fer- 
tilizer and in 1956 we sold a rail 
car load. We also handle various 
specialized fertilizers and plant 
foods and most sell rather well. 


Garden tools: “Generally, the 
bigger garden hand tools sell the 
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best —items like rakes, shovels, 
hoes and hedge clippers. In 1956, 
we ordered and sold about 25 dozen 
of the larger tools. We also handle 
all the smaller tools like trowels, 
but they don’t sell as rapidly. 


Insecticides: “At the start of 
1956, we bought 125 cases of as- 
sorted insecticides and sold 100- 
110 cases. One major manufacturer 
was very pleased with our insecti- 
cide sales and got information for 
a magazine story on the subject. 


Packaged seeds: “We handle the 
small packets of flower and vege- 
table seeds that usually sell for 10¢ 
each. In 1955, we sold $662 worth, 
our sales in 1956 were about the 
same. Unfortunately, at the peak 
of the season in ’56, we ran out of 
the popular seed packets; if it 
hadn’t been for this slip-up, we 
would have sold more. 


Garden hose: “In 1955 we sold 
about 15,000 feet of garden hose; 
last year there was plenty of rain 
and our sales fell to 8,000 feet. 
Usually, about 85% of the hose we 
sell is the plastic variety. 


The department set-up. Shields’ 
five lawn and garden display is- 
lands or racks are part of the gen- 
eral hardware display room. The 
entire showroom is 40’x50’ and em- 
ploys four salesmen. In 1955, the 
lawn and garden sales amounted 
to about half of the total volume 
from the hardware store; in 1956, 
lawn and garden sales accounted 
for 65%-75% of the hardware 
store volume. 

“Our lawn and garden sales kept 
increasing in 1956,” says John, 
“and more than made up for the 
slump in general hardware sales 
caused by a drop-off in home 
starts.” 

To take advantage of pre-season 
discounts, ordering of lawn and 


garden supplies is started in Sep- 
tember and October for the follow- 
ing spring season. By Christmas, 
virtually all purchasing is done. 
The company makes a special effort 
to buy in sufficient quantities to 
obtain quantity-discounts. In fer- 
tilizer, for example, the company 
buys wisely enough to secure a 
70% final retail mark-up. 


Customer courtesy. “It’s an ob- 
vious point,” says John, “but still 
often overlooked — you’ve got to 
treat your lawn and garden cus- 
tomers with deference and great 
patience. We try to be as friendly 
and helpful as possible—and we 
treat them as if their small prob- 
lem about gardening is of major 
importance to us. 


“Most lawn and garden custom- 
ers are ardent repeat buyers—but 
they won’t return to buy unless 
they get friendly treatment, sound 
advice, top-quality products and 
good service.” 


Promotion and advertising. In 
April the firm mails out a Home 
and Garden Guide catalog. The 32- 
page, two-color catalog carries the 
company imprint and the legend, 
“Your Garden Supply Center,” on 
the front cover. Catalogs are pur- 
chased from Masback Hardware 
Co., major New York wholesale 
firm, for a cost of $60 per thousand 
mailed. 


Shields sends out 2,500 copies of 
the catalog, and makes it a policy 
of having them sent only to names 
and addresses rather than to im- 
personal box numbers. 


“We know the catalogs pay off,” 
says John, “because we always get 
a run on the specials offered.” 

In the spring and summer 
months, the company advertises 
lawn and garden items weekly in 
newspapers. At a cost of $200, the 
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BIG TICKET SALES—which average about $700 for Shields 
—come from lawn tractors and accessories. Attachments 
include rakes, cultivators and snow plows. 
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SEED PACKAGES and garden tools are 
also fast movers. In two years, firm moved 
more than $1,300 worth of I0¢ seed 
packets. The larger hand garden tools sell 
fastest. 





INSECTICIDES AND PLANT FOOD are 
“must buys for most lawn and garden 
customers. Last year Shields’ sold a car 
load of lawn fertilizer and 100-110 cases 
of insecticides. 


firm has a display in the nearby 
Wilmington flower show, which at- 
tracted 25,000 visitors. 


Shields trading territory in- 
cludes a 20-mile-radius area in a 
Wilmington suburban area. Offi- 
cers are: Daniel F. Shields, Jr., 
president and treasurer; Daniel F. 
Shields, III, vice-president; John 
Shields, secretary and hardware 
manager; and William A. Shields, 
assistant secretary. 
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Selling a Power Mower 

Power mower is given extra sales 
push by two salesmen for Entz- 
White in Phoenix, Ariz., but patio 
lamps and lawn and garden tools are 
also given a play at this promotion- 
conscious yard. Bermuda _ shorts, 
knee-high sox and white shirts with 
the Entz-White insignia are the 
standard uniform for this Phoenix 
concern. 


one Pakerst si 


bees 
mM eeehianaaag 


—Courtesy Wagner Sign Co. 


Sign Sells Seed 

Big electric sign with six-inch 
high plastic letters is used by Fork- 
ner-Manger Lumber Co., Anderson, 
Ind., to promote lawn seed. The sign 
has room for five lines of copy, 
which can be changed readily. Sign 
is double-faced and is illuminated 
from the interior so it can be seen 
at night as well as day. 


Special Tables for Youngsters 

Pint-size picnic tables for the 
small fry are made and sold by Car- 
hart Philben Lumber Co., Neligh, 
Nebr. The tables are made of #1 & 
btr. fir in the yard. 

“We have found by having these 
small tables that we sell two tables 
instead of one in about three out of 
five sales,” says Mike Philben. “If 
you have any children, you know 
how hard it is for them to sit ata 
regular table and eat in comfort.” 


Attractive Fence Designs 

Distinctive fencing designs are 
seen near the street at the Hills- 
boro (Ore.) Lumber Co. Louver, 
lap and basket weave design are 
seen in the foreground. In the back- 
ground are some nice displays of 
siding: inverted board and batten, 
vertical V-siding, board and batten 
and rough bevel. Both the fence 
panels and the exterior siding are 
finished in a variety of colors. Grass 
and flowers have been planted to 
make the display even more attrac- 
tive. 


Kids Love It 

Playground equipment serves two 
purposes: it helps keep the kids 
amused while their parents shop; 
it’s an open invitation to buy some 
of this equipment. This young man 
is enjoying himself at the Elston 
Avenue yard of the Hill Behan 
Lumber Co., Chicago. 
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Display Promotes Fireplace 

Window display at Fred A. Smith 
Lumber Co., Lena, IIll., features 
chimney block and outdoor grill at 
a package price of $52. Charcoal 
briquets add atmosphere to the set- 
ting. 


February 18, 1957, AMERICAN LUMBERMAN AND 











Screen Houses 


Many dealers are finding a good 
market for all-aluminum screen 
houses. They are available with can- 
vas or aluminum roof, either free- 
standing or a style that attaches to 
the side of the house. These are big- 
ticket, high-profit items, which ap- 
peal to the outdoor-living type of 
homeowner. 


Courtesy Grand Sheet Metal Products Co 


This is how dealers from Coast-to-Coast are promoting 


profitable lawn and garden items. 


Redwood Tables Fast-Sellers 
Redwood picnic tables are given 
strong promotion at the Consumers 
Lumber and Supply Co., Corpus 
Christi, Tex. The tables are built by 
T. L. Wolters, store manager and 
Allen Beland, salesman, in their 
spare time. The table and two 
benches sell for $27.95. They are 
six feet long and 30 inches wide; 
the top surface is five 2”x6” boards. 
“We have found that the tables 
create a market for other outdoor 
items,” says Mr. Wolters. 


Good Trellis Display 

Window display of trellises is an 
eye-catching sight at Sawyer’s beau- 
tiful new store in Worcester, Mass. 
This display is seen by everyone en- 
tering the store. It makes an at- 
tractive pattern as well as a com- 
pelling display. 
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OUTDOOR FIREPLACE complete with grill attracts attention at 
Morgan Building Supply, Walla Walla, Wash. Barbecue equip- 
ment was introduced to the public at Morgan's annual home 


OUTDOOR DISPLAYS will sell far more outdoor living products 


than inside exhibits. Count the items displayed by Willie Lum- 
ber & Fuel Co., Mt. Prospect, Ill., above, and the use of a plat- 
form by Point Loma Lumber Co., San Diego, Calif., to feature 
garden hose and lawn mowers. 
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show. The barbecue equipment manufacturer sent a representative 
to stage a cooking demonstration. Fiberglas roof (upper fore- 
ground) helped sell a lot of translucent glass panels, according 
to manager Clifton Smith. 
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Versatile Pocket Saw 

A new cutting tool that performs 
many of the tricky home sawing jobs 
that so often spring up around the 
garden and workshop is announced. 
Weighing less than a pack of ciga- 
rettes, the new 18” long, flexible pocket 
saw cuts heavy garden shrubbery, ply- 
wood, tiles and even metal, manufac- 
turer says. The saw coils compactly 
into its plastic envelope for easy carry- 
ing in pocket or purse. Handles are 
two steel rings attached to each end 
of the blade. The saw is operated sim- 
ply by gripping a ring firmly with each 
thumb and pulling the blade tautly 
over the object to be sawed. Available 
in three models. Varco, Dept. AL, 91 
Broadway, Jersey City, N. J. 

Circle No. 201 on Coupon, page 120. 


Here are some of the 
latest products available 
from manufacturers for 
your Il&g department. 


New Lawn 


Bike Grips on Garden Tools 

teal bicycle grips, molded of long 
lasting vinyl plastic, are features of a 
new set of garden tools. Perfectly 
matched in a set of three tools, they 
are sold singly or in a package. The 
bike grips have a pliable scftnecs that 
avoids blisters and ca'louses. Packaged 
set includes transplanting trowel, gar- 
den trowel and cultivator, each 12” 
long, with blades of +,” hard steel. 
Each set is packed in a sturdy ship- 
ping-display carton. Capson Mfg. Co., 
Dept. AL, 2565 W. Fullerton Ave., 
Chicago 47, Il. 


Circle No. 202 on Coupon, page 120. 


Walking Tractor 

A new, heavy-duty, two-wheel gar- 
den tractor features a more powerful 
6.6 hp engine, easy control, Versa- 
Matic no-clutch drive and a complete 
range cf attachments to provide year 
‘round use in a wide variety of garden 
and related activities. The drive used 
permits speeds from 1.1 to 3.3 mph 
forward and up to 1.8 mph reverse, 
without shifting, clutching or stop- 
ping, while permitting the engine to 
run at constant speeds. manvfactvrer 
says. Bolens Products Div., Food Ma- 
chinery and Chemical Corp., Dept. AL, 
Port Washington, Wis 

Cirele No. 203 on Coupon, page 120. 
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Puts Accent on Relax 


A Midland Puts the Accent on Relax 
is the manufacturer’s new merchan- 
dising and advertising theme for 1957 
for its line cf mowers and tillers. The 
line of mowers includes a new 3.6 hp 
Riding Rotary Mower and four new 
21” rotary mowers, 2 to 2% hp, plus 
eight tillers, 2% to 6.8 hp, including 
riding models. Working with any one 
of these new mowers or tillers is so 
easy, the suburbanite relaxes on the 
job and finishes up so quickly he gets 
more time to relax off the job, too, 
states the copy of the big, four-color 
mailers. The Midland Co., Dept. AL, 
1200 Rawson Ave., South Milwaukee, 
Wis. 


Circle No. 204 on Coupon, page 120. 


Lawn & Garden Sprinklers 


A new line of residential and com- 
mercial sprinklers and waterers pro- 
vides capacities for small lawns up to 
garden and truck-farm requirements, 
according to the manufacturer. Models 
which deliver square-pattern and %, 
%, % and full-circle coverage are 
available in the residential and garden 
capacities; high-capacity rotary gun- 
type models are available for nursery 
and field watering. For lawns, both 
flush and pop-up heads and accessories 
are available for underground piped 
systems. Wayne Home Equipment Co., 
Inc., Dept. AL, 801 Glasgow Ave., 
Fort Wayne, Ind. 

Circle No. 205 on Coupon, page 120. 


Garden Tool Set 


A three-piece gardening set, con- 
sisting of a trowel, transplanter and 
a fork, is available. Claimed to be ex- 
tra sturdy with two-tone natural hard- 
wood handles, specially plated ferrules 
and cold forged steel blades, the tools 
do not tarnish or rust and give the 
appearance of stainless steel. The 
three-piece set is colorfully packaged 
in a convenient self-service box, which 
has been designed for easy disvlay. 
Great Neck Saw Mfgrs., Inc., Dept. 
AL, Mineola, N. Y. 


Cirele No. 206 on Coupon, page 120. 
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Rotary Power Lawn Mower 


Model DPA-20-RWD is typical of 
the de luxe mowers in the 1957 line of 
Rotomatic rotary power lawn mowers 
being introduced by the manufacturer. 
It features all-steel deck, eight inch 
offset ball-bearing wheels, slip clutch, 
built-in rock or dirt deflectors and a 
fully shrouded Power Products double- 
power action engine that has fingertip 
controls right on top of the engine and 
a new super-silent hush-tone muffler. 
Finished in eye-catching two-tone lawn 
green colors. Included is a free leaf 
mulcher attachment and fuel can. 
Monark-Silver King, Inc., Dept. AL, 
6501 W. Grand Ave., Chicago, III. 


Circle No. 207 on Coupon, page 120. 


Green Thumb Tool Island 


A new merchandising unit enables 
the dealer to make a complete self- 
service offering of lawn and garden 
tools in only 24%’ x 4’ of space, indoors 
or out. Rolls on ball-bearing casters; 
stocks and sells four dozen long-handle 
and two dozen or more short-handle 
tools. Unit is heavy gauge steel, fin- 
ished in garden green. It is being 
offered complete with a balanced stock 
of Green Thumb tools. The Union Fork 
& Hoe Co., Dept. AL, 500 Dublin Ave., 
Columbus 15, Ohio. 


Circle No. 208 on Coupon, page 120. 
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Tool-Up Time Kit 

True Temper’s fourth annual Tool- 
Up Time sales kit features a large 
window display, adjustable in size and 
designed for use by itself or with other 
display pieces in the kit. Picket fence 
cut-out sections support both long and 
short-handled tools. The full color unit 
is effective by itself or can be used to 
enhance a larger gardening display. 
Also included in the kit are newspaper 
mats. True Temper Corp., Dept. AL, 
1623 Euclid Ave., Cleveland, Ohio. 

Circle No. 209 on Coupon, page 120. 
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Sprinkl-Caddy Lawn Tool 

A lawn tool called Sprinkl-Caddy 
attaches to your garden hose and holds 
the sprinkler head off the ground. The 
spray is directed downward in an ad- 
justable size pattern so that the sill- 
cock may be left fully open while 
watering lawn, shrubbery or garden. 
Sprinkl-Caddy weighs less than nine 
pounds and is built of lifetime Alcoa 
aluminum tubing. Large rubber-tired 
wheels roll easily over raised walks, 
up terraces, down steps. Entire unit 
folds flat for hanging in garage or 
storage room. Clark Metals Co., Dept. 
AL, Colorado National Bank Bldg., 
Denver 2, Colo. 


Circle No. 210 on Coupon, page 120. 


Spray the Hayes Way 


The Hayes garden hose sprayers 
are said to simplify the job of garden 
spraying. These sprayers provide the 
principle by which the mixing and pro- 
portioning of the chemical and water 
are done automatically. As the water 
passes from the garden hose into the 
spray gun, it combines with a meas- 
ured amount of the chemical drawn 
up from the jar. Sprayers are avail- 
able from the new, small 1% gallon 
Hayes-Ette on up to Hayes 12 gallon 
sprayer. Hayes Spray Gun Co., Dept. 
AL, 98 N. San Gabriel Blvd., Pasadena 
8, Calif. 

Cirele No. 211 on Coupon, page 120. 


Lawn Razor Grass Cutter 


North Wayne Lawn Razors from 
now on will be fitted with a factory 
equipped keen-edged, solid steel blade. 
If the blade becomes dull or worn, it 
is quick and easy to remove and re- 
place with a new, sharp one, manu- 
facturer says. New, solid steel replace- 
ment blades are available. The Lawn 
Razor folds and fits into a colorful 4” 
x 13” display box. North Wayne Tool 
Co., Dept. AL, Oakland, Maine. 

Circle No. 212 on Coupon, page 120. 
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Spring Traffic Builders 

Two new specials are described by 
the manufacturer as Spring Traffic 
Builders. The two items, an anvil type 
pruning shear and a grass shear, are 
packaged for convenient and compact 
display. Anvil type pruner special, 
Model #09, has replaceable cutlery 
steel blade, unbreakable pressed steel 
handles finished in baked red enamel. 
Special promotional grass _ shear, 
Model #07, has hardened steel blades 
and unbreakable pressed handles fin- 
ished in baked enamel. Both items are 
packed 12 to a display carton. Seymour 
Smith & Son, Inc., Dept. AL, Oakville, 
Conn. 

Circle No. 213 on Coupon, page 120. 


Seady-Hut Playbox 
Basically it’s a huge sandbox, but it 
can be a tent on the desert, a ranch- 
type home, even a stagecoach! Canopy 
flaps can be raised in awning fashion 
or fastened to act as walls. Made of 
selected woods, with a galvanized bot- 
tom, the playbox is strongly con- 
(continued on page 104) 
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EVERY HOME NEEDS IT! ANYONE 





CAN DO IT! YOU CAN SELL IT! NEW 


IDEA IN CEILING TILE BY CELOTEX! 





Your customers—from the do-it-yourselfer to the biggest builder—will 
welcome this “peace and quiet” idea from the originator of noise-quieting 
fiber tile. Break the sound barrier to bigger, quicker sales. This exclusive 


linear-random perforated ceiling tile helps “zone-off” noise. Put the sales- 


making power of the Celotex Quiet-Zone idea to work, for you! 


Cuts Costs Three Ways! (1) Needs 
no decorating ! (2) Material cost is low! 
(3) TWINTEX* (12x24 cross-scored) 
goes up faster, covers twice the area 
with one tile (also available 12x12 size, 
bevel butt or “E-Z’’ joint). 


Sells On Sight & Sound! New, pat- 
ented, eye-easy linear-random perfora- 





tions! New, exclusive, really white 
finish! And your customers will appre- 
ciate the way it puts a hush on noise! 


Reg. U.S. Pat. Off. 
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BUILDING PRODUCTS MERCHANDISER 


A complete line of building products, nationally advertised under one famous name 
INSULATING SHEATHING ¢ ASPHALT ROOFING ¢ MINERAL WOOL ° FLEXCELL* 
PERIMETER INSULATION AND EXPANSION JOINT FILLER © INSULATING ROOF 
SLABS * GYPSUM PRODUCTS * HARDBOARDS ¢ INSULATING SIDING * CEMESTO* 
STRUCTURAL INSULATING PANELS © INTERIOR FINISHES * AND OTHERS 


For Complete Information Contact Your Celotex Representative 


Sales come easier when you feature genuine 


CELOTEX 


REG. U.S. PAT. OFF. 


BUILDING PRODUCTS 


THE CELOTEX CORPORATION © 120 SOUTH LASALLE STREET « CHICAGO 3. ILLINOIS 


Nour! 


CELOTEX 


Insulating 


ROOF SLABS 
with exclusive 

VAPOR SEAL 
at ALL joints! 


Now ... perfected by Celotex for use 
in areas where a positive vapor- 
barrier is required . . . insulating roof 
slabs with integral vapor barrier, plus 
vapor-seal gasket on both a long and 
a short edge of each slab! 


®@ Now available nationwide ! 


®@ Also Standard Type for areas not 
requiring vapor barrier! 


Attractive, Whiter, 
FINISHED CEILING 


Whiter ceiling surface of Celotex In- 
sulating Roof slabs is cleanable, 
paintable. Handsome appearance, 


ideal for modern exposed-beam con- 
struction. Adds ‘‘sell’’ to the job! 


Economical ! 
SAVES LABOR, 
TIME, MATERIALS! 
Roof Deck 


Insulation 


Finished Ceiling 


Vapor Barrier 
ALL IN ONE PRODUCT 
With 
ONE APPLICATION 


Circle No. 60 on Coupon, page 120. 
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Tips on Selling 


“ 


BIG MARKET is available to dealers, who want to specialize in remodeling jobs. Some 


50% of the country's 50 million dwellings are over 30 years old. Survey shows that 40% 


spent nothing on home improvements in 1954. 


the Remodeling Market 


Experts tell how to avoid the pitfalls and develop the 
opportunities in the home improvement field. 


Home remodeling is “a real, ripe 
ready market,” builders were told 
at a clinic on that subject at the 
NAHB convention in Chicago last 
month. 

Attendance at this clinic was 
surprisingly low—not over 100 
builders—but the questions fired 
at the close of the two-hour ses- 
sion indicated this subject is a 
hot one. 

Nat Siegel, a Long Island, N. Y., 
builder who tagged the remodeling 
field “ready and ripe,” advised 
builders to start in the contract 
remodeling field with houses three 
to eight years old. 

Panel members discussed re- 
modeling topics ranging from find- 
ing leads to avoiding the pitfalls 
of extra expense arising from de- 
fective construction or unusual 
conditions discovered after the job 
is started. 


4 


“We must merchandise  our- 
selves and our work with the pub- 
lic,” asserted Bob Ballin, Chicago, 
who pointed out that the remodel- 
ing phase of the home building 
industry is totally unorganized. 

The Home Improvement Contrac- 
tors Council in Chicago was organ- 
ized to counteract bad publicity 
from unethical operators. This or- 
ganization is now being copied in 
other areas. 


Best income bracket. Phil Shif- 
rin, another Chicago remodeler, 
said the best income group for 
remodeling jobs is in the $4,000 to 
$8,000 bracket. Usually it is much 
easier to sell young people, who 
are not so inclined to shop con- 
tractors and compare prices, al- 
though many older people who are 
looking for comfort are also good 
prospects. 


Styling is just as important in 
remodeling as in new home con- 
struction, contends Shifrin. This 
embraces millwork, roofing, siding 
and other materials. Although the 
remodeling contractor is a special- 
ist in many phases of the building 
business, the trend is toward sell- 
ing remodeling as a_ package 
rather than a specialty. Package 
selling makes financing especially 
important. 

“Selling the finished look” is 
also important, added Shifrin. He 
said the customer must be told 
tactfully what should be done to 
make the job attractive. For ex- 
ample, the type of windows and 
the paneling that look best. 

“Let ideas do the selling, then 
you can take the job out of price 
competition,” declared Shifrin, 
who said knowledge is the most 
essential element in handling the 
remodeling business and is scarce 
in the modernization field. 


Selling tips. Here are some sug- 
gestions by Shifrin for successful 
selling in the field: 
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Close the sale in one call if 
possible. 


Figure the cost of the job 
on the spot, if possible, even 
if it takes an hour or more. 


Gain the customer’s confi- 
dence 


Write the job up in contract 
form 


Stop selling after the con- 
tract is signed. 


Don’t promise anything you 
don’t intend to deliver. 


Be willing to have your cus- 
tomer’s attorney check the 
contract. 


Design the job within the 
reach of your customer. 


Satisfy the customer so 
completely that he will call 
you again. 


Maintain a good relation- 
ship with the customer 
while the job is in progress. 
(Don’t inconvenience peo- 
ple; get out as soon as pos- 
sible.) 


11. Hire efficient building me- 
chanics. 


Builders who are anxious to get 
into the remodeling field were 
warned that there are hidden costs 
in modernization work, which are 
not found in new construction. 
Supervision, coordination, cleanup 
operations and equipment rental 
are among them. 

Builders agreed that regular 
supervision of the job is abso- 
lutely essential. Top-notch car- 
penters, who are trained in re- 
modeling work, are just as impor- 
tant; builders generally agreed 
that carpenters who do new con- 
struction are not as capable on re- 
modeling jobs. 

Unexpected defects or special 
problems which arise after the job 
is started should be handled in a 
special clause of the contract, the 
remodeling contractors advised. 
These should be handled on a 
time-and-material basis; an alter- 
nate suggestion is to specify that 
these charges will not exceed a 
definite maximum figure. 

Another Chicago remodeling 
contractor, Bob Ballin, suggested a 
33 1/3% markup for jobs. This 
markup should include labor as 
well as materials and supervision. 
This means about a 25% profit. 
Shifrin suggested a 30-35% mark- 
up, depending on the amount of 
time expended on the job. He 
pointed out that a $1,000 job may 
require more supervision than a 
$5,000 job, depending on whether 
it is finished work or rough con- 
struction. 


BUILDING PRODUCTS MERCHANDISER 


Word-of-mouth is the best ad- 
vertising, newspaper advertising 
second, if it is consistent. One re- 
modeler said direct mail had given 
best results. He sent out 40,000 
cards and got a return of 50¢ on 
each card in gross business. 


What prospects want. Remodel- 
ing prospects want the same fea- 
tures in their existing homes as 
are advertised in new homes, a 
Sears market study has shown. 
Clinic chairman Dave Slipher said 
the survey revealed these jobs 
were listed most frequently by 
people visiting the OHI booths in 
Sears stores: Kitchens; Baths; 
Heating and mechanical systems 
of the house; Covering surfaces 
including flooring, sidewalls and 
ceilings; Exterior. 

Money for remodeling projects 
will be available at about the same 
level this year as last, Andrew 
Boemi, a Chicago banker, pre- 
dicted. He pointed out several 
money sources for remodeling 
projects; FHI Title I; private loan 
plans; open-end mortgages and 
refinancing of homes to be im- 
proved. 

Boemi emphasized the tremen- 
dous market in the remodeling 
field. This market not only in- 
cludes the expansion of post-war 
homes and the remodeling of older 
houses along the 1957 lines, but 
also a higher rate of maintenance 
on existing homes because of an 
increasingly higher standard of 
living. 

Andrew J. Watt, merchandising 
manager, U. S. Gypsum Co., said 
that “uncertainty about the un- 
known” has kept home builders 
out of remodeling. A new 128- 
page book on “Operative Remodel- 
ing” has just been published by 
USG and is available free of 
charge from any of their regional 
offices or Chicago headquarters, 
300 West Adams Street, Chicago. 


CM 


CONVENTION 
ROUNDUP 


Attendance was about the same 
as last year at the NAHB conven- 
tion but it seemed to lack the spirit 
of previous builder confabs. Con- 
tinued tight mortgage money obvi- 
ously sobered both builders and 
manufacturers manning the more 
than 600 booths at the convention. 

A further influence was the scar- 
city of new products. The builder 
refrain “there’s nothing new here,” 
was heard on every hand. The mixed 
attendance at the convention is be- 
ginning to draw some fire from 
manufacturers. For every builder 
there seems to be two bankers or 
other non-buying visitors. 


VA, FHA Rates 


Most experts on mortgages agreed 
that there is small chance for an 
immediate increase in interest rates 
on VA and FHA insured mortgages. 
Just about everything must now be 
conventional loans and the interest 
rates generally are hitting 6% with 
shorter and shorter periods for re- 
payments. Incidentally on _ older 
homes real estate firms are frankly 
telling home owners that unless a 
contract for deed is offered the 
chances for fast sales are slim. 


New Window Standards 

Both dealers and builders were 
especially interested in the window 
placement plan and two standard- 
ized window widths presented by 
William Kapple of the Small Homes 
Council. Essentially the plan calls 
for windows with a rough stud open- 
ing size of 3'-10%%” and 2’-6%%” 
which will fit regular stud framing 
without cripples. 

A saving of $8.75 per window is 
claimed possible if the plan is ad- 
justed to use the new windows. 
Fenestra and Carr, Adams & Col- 
lier windows made to the new 
widths were demonstrated. Also 
shown was a method for adapting 
Lu-Re-Co to the new technique. We 
will publish full details in an early 
issue. 


Inter-Com Systems 

Blossoming out throughout the 
convention were attractive displays 
of home intercommunication sys- 
tems. A curiosity a few years ago, 
the item now has solid builder ac- 
ceptance. C & H Supply Company 
has an especially neat unit built into 
a range hood that is complete with 
an exhaust fan. 

Most systems include a radio per- 
mitting a homemaker to answer the 
front door, listen for the baby and 
hear her favorite radio program— 
all at the same time and without 
leaving the kitchen. Typical price 
about $129.50. Still speaking elec- 
tronically, the Gerber Fixtures 
Corp. has new fixtures which pro- 
vide for built-in TV in the bath- 
room. 


Prefabs After 5-50 Builders 


Harnischfeger Homes, Inc., was 
just one of the prefab firms giving 
the smaller builder a rush at the 
NAHB convention. Their theme: 
“enjoy big tract benefits . . . make 
more profit with less risk.” Some 
were still talking about the easy VA 
and FHA financing they could offer 
with modest discounting. Price-wise 
the better prefabs seemed the same 
or even a bit more expensive than 
conventional houses built with mod- 
ern methods. 

U.S. Steel showed its new steel 
prefabs but met with a cool recep- 
tion from builders. It’s worth watch- 
ing, however, because exterior walls 
are made of cold, rolled copper steel 
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1-20 Builder 
"BIG GUY" 
At NAHB Convention 


The “big guy” at the recent National Association of 
Home Builders convention in Chicago was the 1 to 20 
builder. The clinics, displays and promotion generally 
were slanted to catch the eye of the little fellow who 
buys most of his building materials from the nation’s 
lumber dealers. It was quite a switch from only a few 
years ago when several national magazines and pun- 
dits were predicting all houses would soon be built on 
assembly lines or by super tract builders. 


In lobby sessions with builders it wasn’t difficult to 
find the reasons for this significant change. There was 
the bankers viewpoint, for example. With money tight 
it’s just not safe to place one big loan in a tract which 
may or may not sell readily. The buyer of a new home 
no longer seems interested in a minimum house and 
the trend is to better quality and larger homes tradi- 
tionally erected by the small and medium-sized builder. 
As one builder expressed it, “no downpayments made 
the big tract builder and his cheeseboxes are now just 
a bad dream.” 

It was a real switch for some builders. As a Georgia 
contractor summed it up at one of the many 1-20 
builder clinics: “probably half of the people in this 
room were ‘big’ builders a year ago. Now, they’ve got 
to learn almost a new business—the custom house 
business.” 

Among the old hands it was generally agreed there 
were certain benefits ahead for a merging of small and 
large builder methods. It was stated that the volume 
builder had pioneered many cost-saving building meth- 
ods, which could be frequently adapted for custom 
building. Tilt-up walls, trusses and other techniques 
seem to work just as well for the over $25,000 houses. 
And few deny that merchandising will improve as ex- 
perienced volume builders move into custom building. 
On the other hand the small builder can pass on sound 
ideas of craftsmanship and the use of quality materials. 


The present situation means just one thing—com- 
petition and more of it for the home buyer’s dollar. 
New, cost-saving building methods are a “must” for 
even the smallest builder because the emphasis is on 
more space for every dollar spent. Design and features 
have a new importance and the results of recent con- 
test on house design for 1-20 builders is worth careful 
study. 

The average home built in 1956 by small contractors 
was one-story, rectangular in shape, had three bed- 
rooms, one or one and a half bathrooms, awning or 
double-hung windows, low pitched roofs and was con- 
servative in glass expanse. 

James T. Lendrum, director, Small Homes Council, 
a judge in the contest, commended the designs gen- 
erally, but pointed out several weaknesses, one of which 
was in not providing adequate outdoor living facilities. 
Only a few houses offered terraces, porches and patios, 
Lendrum said. 

He also pointed out that only 23 houses out of the 
150 entries had two bathrooms at a time when surveys 
show most home buyers demand more than a single 
bathroom. Other designs showed that only 39 entries 
provided kitchen exhaust fans, less than 25% had 
built-in ranges and fewer than 10% had garbage dis- 
posals. 

In small builder sessions the word salesmanship kept 
cropping up at every turn. John G. Clarke, Portland, 
Ore., builder, expressed it this way: 


“The days of big opportunity for building homes may 
be waning but the great day of opportunity for selling 
homes has arrived. We are now in an era of personal 
salesmanship with plenty of rich rewards.” The secret, 
Clarke said, is to know people instead of houses. ‘‘No- 
body is interested in lumber or nails. But they are 
interested in comfort, convenience, prestige and per- 
sonal attention to their problems.” 


FASTER application of fiberboard sheath- 
ing is possible with a new air-operated 
tacker demonstrated at the NAHB conven- 
tion. The tool is powered by a small port- 
able compressor. 
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for distinction 








There’s dramatic appeal in the 
dark finish of Bruce Fireside 
Plank . . . a low-cost solid 

oak floor with charm for any 
home. Alternating 244” and 344” 
strips create the interesting 
plank effect that is accentuated 
by wide but shallow side 
bevels. Bruce Fireside Plank 

is completely finished at the 
factory for beauty, durability 
and on-the-job cost savings 
Write for color booklet. See 
our catalog in Sweet's Files. 
Bi. ik; BRUCE CO. 


Memphis 1, Tennessee 


Bruce 
Fireside Plank 


Floor 




















ee ee Ae: ltt; nt eS ee a re 


MOU 
. LDINGS 


a aa 


IN THE SHOWROOM. Price-marking encourages customers to 


make their own selections. 


SELF-SERVICE SAWING. If a cus- 
tomer wants to trim a board to size, 
handsaws are available, also twine for 
tying purchases to car. 


IN THE SHED. Shorts are bundled for convenience. Signs steer 
customers to the right departments. 
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IN THE YARD. Customers are conditioned to loading materials and paying 
at the exit. 


Self-Service Cuts Overhead 


West Coast yard eliminates the frills, makes it easier 
for the customers, more profitable for the dealer. 


Farmers Lumber & Supply Co., 
Downey, Calif., finds self-service 
is not only profitable, but accepted 
by customers conditioned to this 
type merchandising by supermar- 
kets. Manager Dick Hamilton 
maintains a high sales volume— 
and a good net—with a minimum 
of employes by: 


e Eliminating costly services: 
deliveries, charge accounts, 
custom cutting. 


e Paring promotion costs. Fa- 
vorable word-of-mouth com- 
ments and a large neon sign 
are the firm’s best advertising. 


e Stocking items packaged for 
self-service, including liquids. 


Having two, 12’ trailers and 
cardboard cartop. carriers 
available free. 


Pricing individual items, in- 
cluding lumber, with a rubber 
stamp. 


Having faith in human na- 
ture. Though customers could 
sneak off without paying few 
do and losses are low. 


Concentrating on the handy- 
man market. Farmers’ isn’t 
set up to handle builder busi- 
ness. 
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YOU CAN PUT YOUR 
CONFIDENCE IN THE 


VINYL WEATHER STRIPPING 
BRAIDED NYLON LINE 
SEINE TWINES 

SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 





WEATHER 


STRIPPING 


COMPLETE 
DO IT YOURSELF KIT 


SAVES ON bestins 


cost, seals out cold, dirt, noise, 
dust and drafts. 


EASY FOR YOU .. 


apply to wood or metal, can be paint- 
ed any color 


LONG LASTING moisture 


and temperature changes will not affect this 
vinyl weather stripping 


18 FEET tacks incivoeo 





Full directions on reverse side of label ART. 902 





ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.o.b. Mill, 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- 
nesota, Dallas, Texas, or Waynetown, Ind. Orders 
of $20.00 to $50.00, freight allowed to $1.00 per 
cwt. Freight prepaid does not include extra charges 
incurred outside carrier's regular zone of delivery. 





DO-IT-YOURSELF 
100% VINYL 


WEATHER STRIPPING 


KIT 


18 FEET « TACKS INCLUDED 


Hammer and scissors only tools 
needed— enough for average 


door or window. 


—for All Purpose weather stripping 
—for heating or air conditioning 


insulation—Grey color 





Packed 12 to box 
in individual display Polyethylene bags 
Price per box — $7.20 





When you display th line=— 


it Sells! 


LAWNDALE, NORTH CAROLINA 


= 
Clevelan ills Company °°." 
Van Nuys, California Minnesota 


ESTABLISHED IN 1873 
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Marietta 3104 Gaston Ave 
Dallas 26, Texas 


Waynetown, Indiana 
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LUMBER 
COMPANY 


Incorporated Aberdeen, 
AN WHOLE ¢ 
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Manufacturers and distributors of 


West Coast Woods 


Douglas Fir, Hemlock, Cedar 
Pine, White Spruce 


AND SHINGLES 


Each office of Twin Harbors is 
geared to provide fast, experi- 
enced and complete informa- 
tion regarding placement of 
your order. 


BRANCH OFFICES 
CALIFORNIA — Arcata — Menlo Park 
Los Angeles 
OREGON — Portland 
NEW YORK — New York City 
MASSACHUSETTS — Medford 
OHIO — Toledo 


MAIL THIS 
ore) U] fe], ge)ey.. & 


&B Twin Harbors Lumber Company 
Aberdeen, Washington 








i'd like proof of your quality and service. 
a Send name, address of my nearest Twin 
Harbors wholesaler or salesman. 


P 
J 
3 


Address__ 


City, State 


i] 
a 

| 
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Dealers Tell Related Selling Stories 


This is how good salesmen build small sales into bigger 


ones at a profit. 


Bathroom Sale 


When a homeowner phoned our 
salesroom recently to inquire about 
a new bathroom, I decided to drive 
over to his home to better discuss 
the size of the room and styling. 
We finally agreed upon a room cost- 
ing $783. 

It was obvious the rest of the 
bathroom would not be in style and 
keeping with the new room. When 
I suggested how much new fixtures 
and accessories would enhance the 
appearance and convenience of the 
room, the customer readily agreed. 
He ordered a new shower, stool, 
lavatory, floor covering and plastic 
wall tile, plus all the accessories, in 
addition to the original construction 
order. 

The final sale totaled $1,486 or 
$703 in related sales, after one 
house call.—Andy Scudder, Dunlap 
& Co., Inc., Columbus, Ind. 


Doors for a Shell Home 


A good example in related selling 
occurred the other day when a cus- 
tomer, inexperienced in the pur- 
chase of building materials, asked 
us the price for a flush birch door. 
Pressing for details, we soon dis- 
covered that the customer was in 
search of materials needed to finish 
the inside of his shell home, pur- 
chased recently from a prefabber. 

We prepared an estimate of the 
materials he needed, including 
doors, jambs, casing, base shoe, 
window stool, locks, hinges and 
nails, in the amount of $289. He 
asked if he might have it financed, 
paying $49 down. We called Allied 
Building Credits, had his credit 
approved; our customer brought his 
wife in that afternoon and they 
signed the contract and note. We 
delivered the materials the next 
day, Saturday, sent our contract 
and note on Monday and received 
our check on Wednesday. 

Thus, we were able to catapult 
an inquiry regarding a flush birch 
door, which sells for about $20, 
into a sale amounting to $289. 
Fred D. Phelan, Carter-Lee Lumbe? 
Co., Indianapolis 7, Ind. 


One Sale Sparks Another 


The owner of the Lincoln Motel 
near our firm called one Saturday 
to report a roof leak. I made an 
appointment for 2 p.m. after the 
yard was closed. An inspection of 
the roof showed that it should be 


replaced as the old cedar shingles 
were starting to look a little bad. 

Color selection was discussed at 
some length before price was men- 
tioned. In fact, the contract was 
partially made out before the price 
of $48 per month was discussed 
as one method of payment. There 
was no objection when the overall 
price of $1,500 was mentioned. 

The roof problem led to a discus- 
sion of gutters and downspouts. It 
was decided that these, too, should 
be replaced at the same time. While 
visiting the motel I noticed that one 
apartment had a very old and large 
electric stove, which made efficient 
arrangement impossible. 

I suggested that the old stove be 
replaced by an apartment-size Frig- 
idaire range with the result that 
not only the range but also a refrig- 
erator was purchased following a 
visit to the showroom. While in the 
showroom, the customer was shown 
the advantage of our wall-to-wall 
carpets and measurements’ were 
taken for a start on two apartments 
with the understanding that the 
work would continue two apart- 
ments at a time until the work was 
completed. 

The sales for the next 30 days 
from the original after-hours’ con- 
tact totaled $2,500 with the sales 
continuing —a rather worthwhile 
Saturday afternoon.—E. R. Nailor, 
manager, Nailor Lumber Co., Port 
Angeles, Wash. 


Profit in Related Sales 


We are amazed at the number of 
related items our salesmen have 
been able to think of in relation to 
the one item selected by a customer. 
In some instances, our salesmen 
have been able to come up with as 
many as 30. 

Recently a customer came in to 
buy 30 2x4s. By applying the 
method of related selling, not only 
did we sell him the 2x4s for $25.80, 
but we were able to mushroom this 
one order into a sale amounting to 
$402.58. He also purchased a door 
frame, a flush door, locks, handles, 
knockers, butts, window stool, mod- 
ern trim,.a big picture window unit, 
plywood and a flour sifter. 

Another customer recently asked 
us whether we had something which 
he might use to patch plaster. Upon 
discussing his problem with him, we 
found he needed ceiling tile, gypsum 
board, nails, joint tape, cement, 
staples, ceiling cove, trowels, paint, 
paint roller set, a paint brush and 
paint cleaner. This sale amounted 
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to $128.54, which was financed by 
an FHA loan. 

Related selling has proved very 
successful for us.—Lewis R. Jones, 
president, Tracy & Jones, Ince., 
Hornell, N. Y. 


Kitchen Sale 


One of our best recent examples 
of related selling relates to kitchen 
remodelling. The lady had very 
definite ideas as to what she wanted 
to buy and we could have had her 
order in jig time for white enamel 
wood cabinets to fit the space she 
had designated. 

However, we felt obligated to 
recognize her unexpressed basic 
desire to have a complete job that 
would be the last word in beauty 
and efficiency. It was necessary to 
overcome strong prejudices and pre- 
determined ideas. We showed her 
samples, pictures and sketches to 
explain what she could have in the 
way of alternatives in finishes, lay- 
out, built-ins and accessories. 

Most of our suggestions she didn’t 
like at first. Then she approved 
natural finished cabinets, then a re- 
vised layout and finally two built-in 
ovens and two range tops. Her orig- 
inal order for $1,000 worth of white 
cabinets became a larger kitchen 
fitted to her needs, ultra-modern and 
decorative, complete with built-in 
cooking, stainless steel counter tops 
and lots of accessories for a total 
of $5,000, or $4,000 in related sell- 
ing. 

However, we didn’t score 100%. 
Our effort to include built-in re- 
frigeration fell flat. Later, she ad- 
mitted that her failure to include 
this feature was the only part of 
the completed job she didn’t like.- 
Carl Jenkins, Bader Corp., Gary, 
Ind. 


Nailed Down Sale 


The customer, who came in to buy 
some 50# nails, said he was start- 
ing to build a house to sell. When 
I asked him if he already had his 
building materials, I found that he 
had bought an old building and 
wrecked it. After saying that he 
planned to use board and batten for 
siding, I suggested that he use red- 
wood beveled siding for a better 
effect and sold him 1,100 square 
feet 5x6 Rwd. bev. siding and 
three rolls of 15# felt for a total] 
of $268.80. 

A few days later he came back 
and wanted 11 rolls of 90# roofing, 
which would have come to $36.90. 
For a better appearance and to in- 
crease his chance for selling the 
house, I suggested thick-tab shin- 
gles. Consequently, I sold him 
11 1/3 sqs. for $101.77. 

A sale, which started with an 
order for 50# nails, resulted in a 
related sale of $370.57.—Howard 
Ashford, Farmersville Yard, United 
Lumber Yards, Modesto, Calif. 
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MODEL 10 
JALOUSIE WINDOW 


New, patented finger-tip control operator 
designed especially for jalousies. 

Patented adjustable tension-seal louver clip. 
Complete weatherstripping on jamb, head 
and sill. 


MODEL 40 
AWNING WINDOW 


Exclusive triple-powered operating mechan- 
ism delivers equal power to jack screw in 
each jamb. 

Full cantilever support of vents. 

Complete weatherstripping plus double 
metal-to-metal contact at meeting rails, jamb 
and sill. 


MODEL 24 
SLIDING WINDOW 


Fixed sash provides tighter meeting rail, 
ties in head and sill and reduces mainte- 
nance and service problems. 

Siliconized Schlegel pile weatherstripping. 





AMERICA'S 
FINEST ALUMINUM WINDOWS 
FOR EVERY BUILDING NEED! 


For over a century Stanley has been delivering quality, service and full 
satisfaction to the building industry. ..and Remember—Stanley Quality 


is Real Economy! 
FOR FURTHER 
Interchangeable screen and storm sash INFORMATION 


available for all windows. SEE OUR 
CATALOG IN 


OR WRITE FOR COPY 


Dealers! 
S TA N L E VY Distributors! 
Certain desirable 
erritories are still 
STANLEY BUILDING SPECIALTIES COMPANY, par neyo 
Subsidiary of The Stanley Works today! 


Dept.: AL-2 


1890 N.E. 146th Street North Miami, Florida 


@ MANUFACTURERS OF ALUMINUM JALOUSIE WINDOWS AND DOORS, AWNING WINDOWS, 
HORIZONTAL SLIDING WINDOWS, TUB ENCLOSURES, AND JALOUSIE STRIP HARDWARE 
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"DOC" TUCKER stands beside his truck 
in front of a home in Florence, Ala., where 
he had a job. 


Calling "Doc" Tucker 


He Cures House Ailments 


A trouble-shooter helps the cus- 
tomers, who patronize two Alabama 





yards. 


A “house doctor,” who is on call day and night 
to care for ailing buildings, is winning custom- 
ers for Southern Sash of Sheffield and Florence, 
Ala. This four-year-old, one-man service is 
conducted by A. A. “Doc” Tucker, who also 
plans and furnishes free estimates on construc- 
tion of any sort. 

Whenever a homeowner or a prospect asks 
for information at either of the two Southern 
Sash stores, the “house doctor” is called in. On 
repairs or remodeling, Tucker makes notes and 
after a visit to the building, he submits an esti- 
mate and recommends a contractor. 

If the customer wants a new home, “Doc” 
Tucker offers him a plan book to thumb through 
so that he can select a style and size which 
most nearly answer his requirements. With 
that much to go by, the “house doctor” sketches 
a design and specifies materials. 

The engineering department of the yards’ 
parent firm, Southern Sash Sales and Supply 
Co., Inc., draws the finished plans and writes 
specifications. “Doc” Tucker presents these, 
along with his estimate, to the customer for 
approval and he recommends a contractor and 
a work force. Occasionally, a customer asks 
that the “house doctor” oversee the work. He 
does this when time permits. Otherwise, he 

elma snarls sctcaiee ess ae 

HERE "DOC" TUCKER measures porch of a inspections and writes progress 

—" ne NOt ae aaa, aoe “Doc” Tucker is always available, during 
business hours and after, for repairs on any 
ailing building. A building tradesman for 33 
years, he owns a collection of tools the size and 
scope of which are legendary among Southern 
Sash’s customers. No job is too large or small 
for “Doc” Tucker. 
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this fine quality line of 
SLIDING GLASS DOORS 





ae 





THESE UNIQUE FEATURES ! 


DESIGNED FOR NORTHERN CLIMATES —complete seal at sill 
and heads! Double weatherstripping throughout! 


SIMPLE INSTALLATION — factory assembled, delivered ready 
to put in place — top hung from adjustable track. 


EASY, SILENT SLIDING ACTION because of careful Embassy 
engineering and precision fitting of all parts — easy gliding 
ball bearing rollers. 


THIS CHOICE OF STYLES! 


i 


Style OX Style OXO Style OXXO 


EMBASSY ALUMINUM PRODUCTS, INC. 
1996 WALDEN AVENUE, BUFFALO 25, N. Y. 


BUILDING PRODUCTS MERCHANDISER 


1996 WALDEN AVENUE »* 


NO PROBLEM OF WATER, ICE, DIRT CAUSING STICKING of sliding 
panels — weight is all on top hangers and double sill permits 
ready drainoff. 


3 HANDSOME STYLES — MANY PLEASING COMBINATIONS to fit 
most any wall length or architecture ! 


CHOICE INSULATING GLASS UP TO 1” OR PLATE GLASS. 
Painstaking quality that assures customer satisfaction ! 


ATTRACTIVE LIFETIME EXTRUDED ALUMINUM! 


MAIL COUPON TODAY ! a 


EMBASSY ALUMINUM PRODUCTS, INC. 


BUFFALO 25, NEW YORK 


Please send complete information on Embassy Sliding Glass Doors. 


NAME 


FIRM 


FIRM’'S ADDRESS 
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ONLY ONEIS A 
SASH BALANCE! 


ACCELERATED 
SPIRAL ROD 


BE SURE- INSIST ON 


64 


The value of UNIQUE 1s 


able. The accelerated 


unmistak- 
spiral rod main- 
tains positive counterbalance—at all 
times, at all positions. Weatherstrip 
pinch” and “friction” is climinated 
with UNIQUI 
Sa balance. 


, , , : 
the sash balance that 


OVER 174 MILLION NOW IN USI 
Ask your Building Supply Dealer for 
double-hung windows hala 
UNIQUE Make yout 
Sales Feature! 


ced with 


windows a 
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PROMOTING CASH SALES has paid off for H. F. Lynch Lumber Co. by attracting econ- 


omy-minded customers and eliminating costly delivery service for small orders. 


Discounts Help Cash-and-Carry Trade 


How two New England dealers profit by a cash-and- 


carry policy. 


The phase “Cash-and-Carry” is 
taking on a new meaning in mod- 
ern building materials merchan- 
dising. Besides attracting econ- 
omy-minded customers, it also re- 
lieves lumbermen of scheduling 
small, costly deliveries. 

“It’s cash in our pockets when 
we get customers to carry their 
purchases home,” says Mitchel 
Krach, sales manager, H. F. Lynch 
Lumber Co., West Springfield, 
Mass. “In some cases it would 
cost us between 5% and 10% of 
the purchase price to make the 
delivery and we couldn’t make a 
delivery for several days. Now 
our customers have adapted them- 
selves to cash-and-carry shopping 
for their building materials.” 

For the past five years, Lynch 
has offered a flat 5% discount for 
cash-and-carry sales of paint, lum- 
ber, hardware and other materials. 

Another New England _ yard, 
Capitol City Lumber Co., Hartford, 
Conn., offers cash-and-carry cus- 
tomers a straight 8% discount. 
This policy has not only increased 
sales, but also materially reduced 
bookkeeping and delivery costs. 


“We used this system for several 
years,” says Capitol City’s assist- 
ant manager Vic Helman, “and it 
worked out well. Previously we 
gave customers a 5% discount for 
cash and another 3% off if they 
carried their purchases. So many 
people took the combination of the 
two discounts that we settled on 
a flat 8% off on cash-and-carry 
sales.” 


OUTTA LULL CU LLL LULU ULLAL CULL LU 


Remodeling Booklet 


The special 36-page section, 
“How to Organize and Operate a 
Home Improvement Department,” 
featured in the Sept. 3 issue has 
been reprinted in booklet form. 
Single Copies $1, 25-50 copies 75¢ 
each, 51 or more copies 55¢ each. 
Send your order to American Lum- 
berman, 139 N. Clark Street, Chi- 
cago 2, Ill. 


AVONTUVERNANL ALLAN A AAA ALU AUN 
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Corrugated Aluminum Roofing in Rolls* 
The No. 1 choice in roofing everywhere, 
QSM's aluminum roofing in Rolls is always 
a fast moving item. It's the roofing that 
rolls on like a rug, leaving no side laps to 
leak. Build extra volume by selling QSM 
aluminum roofing in Rolls for siding and 
decorating uses, too. 28” and 48” widths, 50 
and 100 ft. lengths. *Ochiltree Patent No. 2,369,487 


Rain Carrying Equipment in both 
Aluminum and Galvanized 

Gutter, downspouting and a complete line 
of accessories are available in O.G. Box 
and Half Round. Aluminum O.G. gutter, 
pipe and accessories can be supplied in 
embossed finish. 


Quaker State Aluminum 

Reflective Insulation * Vapor Barrier 
QSM bonds aluminum with hot asphalt to a 
heavy Kraft paper giving easy to handle, 
rolled reflective insulation and vapor bar- 
rier. Available with aluminum one or 
two sides. 


QUAKER STATE 


QUAKER STATE 
Aluminum Lawn Edging 
Available in 4 or 6 inch wide 
corrugated rolls, 40 feet long. 
Each roll packed in attractive 
take-home box with installation 
instructions enclosed. Won't rust. 

Easily cut to length desired. 


QUAKER STATE 
Galvanized Lawn Edging 
Fabricated of galvanized steel, 
this corrugated lawn edging is 
also available in 4 or 6 inch 
widths. Comes in 25 ft. lengths 
and is packed in_ individual 

take-home boxes. 


QUAKER STATE 
Aluminum Arbor 
Designed and priced to sell on 
sight. Arbor is 24” wide by 10 
feet long, stays bright and new 
looking because it’s rust proof 
aluminum. Packed in carry- 
home package complete with 
installing accessories and in- 

struction sheet. 


Aluma-Props 
These lightweight aluminum 
clothes props are ideal for 
outdoor or indoor use. Adjust 
from 41 ft. to 8 ft. Won't sag 
or slip—can't rust. Unique slotted 
rubber top grips metal, rope or 
plastic lines under all condi- 
tions. Knurled lock collar is 
easily loosened to allow exten- 
sion of upper telescope section. 


Make your store “one-stop” headquarters for QSM Aluminum 
building and lawn products today. Write for Full Details. 
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THIS [SC WHY_WE LIKE 


TEST DEMONSTRATES INSULATION VALUE OF WOOD! 


Wood panel (front) and aluminum panel of equal dimensions. Heat 
source: Photoflood Lamp, 15 minute exposure. One-inch insulation 
shields eggs on both panels from direct rays of ‘‘outside’’ heat. 


RESULT: Egg on aluminum panel cooked because 
aluminum transmits heat rapidly. Egg on wood 
panel was not visibly affected by the ‘‘outside’’ heat. 
These tests demonstrate how wood windows keep 
heat in during winter and out during summer be- 
VINOD SALANSS cause wood is nature’s natural insulator! 


R-O-W and LIF-T-LOX are the registered 
trade-marks of R.O.W Sales Company. 


R-GO-W SALES COMPANY 1313 ACADEMY, FERNDALE 20, MICHIGAN 
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WOOD WINBOWS 


EXPERIMENT PROVES WOOD BEST INSULATOR 


Wood panel (front) and aluminum panel of equal dimensions. 
Chilling Agent: Two 20-pound blocks of dry ice. One-inch insulation 
shields ice cream cones from direct cooling by ‘‘outside'’ agent. 


RESULT: Cone on aluminum panel was held in 
semi-frozen condition, aluminum being an excellent 
thermal conductor. Cone on wood panel melted 
rapidly—not appreciably affected by “outside” 
chilling agent. Tests demonstrate excellent insulat- 
ing qualities of wood. Windows made of wood 
provide better protection, year-round. WINBOW SALANGCE 


R-O-W and LIF-T-LOX are the registered 
trade-marks of R.O.W Sales Company. 


R-O-W SALES COMPANY 1313 ACADEMY, FERNDALE 20, MICHIGAN 
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RETAIL 


. standing or laid flat, the 
new VERSA-VISE turns to any 
convenient work position... 
and locks there simply by 
tightening the jaws! 


turns 360° 


EVERYONE’S A CUSTOMER! LOOK AT 
JUST A FEW OF THE USES FOR VERSA- VISE 


= paths in 
position! 


PUT VERSA-VISE 
==, ON DISPLAY. SEND 
THE COUPON NOW! 


A product of 
The Will-Burt Co. 


———— 


am 


a 
FREE SALES HELPS! OE: 


Tag folders, cash register cards, window Ol aL) ment MH 
streamers, shelf strips, door stickers and tent 
cards, newspaper mats! 





| THE WILL-BURT cO., 
| P.O. Box 531, Orrville, Ohio NAME 


If ] Send dealer plan on new COMPANY 

| VERSA-VISE and accessories 

| [-] Enter my order for ADDRESS __ 
| VERSA VISE(s) at std. discount 

I ] Check ["] M. O. Enclosed. CITY 


ZONE STATE 
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BUILDING FLOOR with a combination of steel beams and 
fir plywood cuts 56 man hours off normal construction time 
and saves $140. Only 19 man hours are needed to complete 
the flooring. 


Dealer Cuts 


Floor Framing Time 75% 


A Batesville, Ind., lumberman has come up 
with a flooring system based on a combination 
of steel, I-beams and fir plywood to shave 56 
man hours off normal floor construction time. 


The designer, Harold W. Steinkamp, estimates 
he saved $140 on the first Lu-Re-Co house he 
built with the system. Steinkamp estimates this 
type of construction is 75% faster than con- 
ventional Lu-Re-Co floor framing. 


The system is based on the recently developed 
2.4.1 fir plywood floor panel. These are installed 
over 24’-long steel I-beams. The 8”-high beams, 
weighing slightly more than a 4x10 timber re- 
quired to do the same job, are easily handled by 
two men. The beams are spaced 24” o.c. and 
framed into pockets cut into the concrete ma- 
sonry. 

Edge blocking between the beams is 2x4s laid 
flat on 28” centers. These are fastened to the 
beam with hardened, steel nails. The 2x4 sleep- 
ers are fastened to blocking by toenailing the 
ends. 

On Steinkamp’s first attempt at this framing 
system, five carpenters finished the floor in 19 
man hours. The resulting floor is quite solid. 


“Framing with steel beams,” Steinkamp says, 
“eliminates troubles stemming from shrinking 
joists found in conventional construction. With 
one panel doing a dual job as subflooring and 
underlayment, substantial labor savings are 
made.” 
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yes indeed — 
whitest in the bag— 
whitest in the mix— 


whitest in the 
completed job! 


TRINITY WHIT 
TRINITY WHITE 


Trinity White is a true portland cement made from materials that 
are free from color minerals. It is an intense and very beautiful white. Makes 
the most attractive of all concrete, either in the pure white or with tinting 
pigments added. A favorite with architects and builders and with 
do-it-yourself home owners. For dealer information write quan a> epapenananananen 


Trinity White, 111 W. Monroe St.., Chicago 


Tinchy White. us 





DEALERS! 
Send for your copy of this new 
popular booklet for consumers. 


a product of GENERAL PORTLAND CEMENT CO. 


>» 
CHICAGO + DALLAS +© CHATTANOOGA + TAMPA «+ LOS ANGELES 
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quamp LOK-TABS NOW 
FROM HURRICANES, 
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WARRANTY 





CERTIFIED AGAINST BLOW- OFFS 
CYCLONES, TORNADOS! 


NEVER BEFORE A ROOFING 


Ruberoid Lok-Tab asphalt shingles now give you 
the most powerful selling feature ever—a written 
warranty against wind damage! Properly applied 
Lok-Tabs won’t blow off in windstorms because 
they are securely “locked” down. We will back 
this claim in writing. It’s the hottest feature 
you've ever had for selling roofing prospects. 

NATIONAL ADVERTISING on this exclu- 


SALES FEATURE LIKE THIS! 


sive Lok-Tab feature is pre-selling homeowners 
now in Life, Better Homes and Gardens and 
Good Housekeeping. Get your share of this 
business. Display Lok-Tabs. Feature them in 
your own advertising. Show every prospect how 
Lok-Tabs lock. Sell the new Wind Warranty. 

See your Ruberoid representative today. Learn 
how you can join the Lok-Tab profit parade. 
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HERE'S HOW THEY LOCK! 


securely. Thousands of Lok-Tab roofs were 


storm-tested safely in the hurricanes of 


selling story in asphalt roofing today! 
err ag er Poems coo oR TI, ee 
oe » F 
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The secret of Lok-Tabs is these two hidden tabs that 
interlock with the shingle below to hold the butt down 


54 and °55 
Lok-Tabs performance — now backed by Ruberoid’s 
written Wind Warranty — is the most powerful 


The Ruberoid Co., 500 Fifth Avenue, New York 36, N. Y. 


ASPHALT AND ASBESTOS BUILDING MATERIALS 
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Sliding door pocket frame set for 
all doors, 2 0 to 3 0 wide 


New #2825 slashes inventory 
... multiplies turnover 
.. fits all door sizes 

@ 2’ 0” to 3’ O” wide 

e 6’ 6” and 6’ 8” high 

© %” to 134” thick 


Here is the most revolutionary development for 
sliding doors since Stanley introduced its now- 
famous #2800 hardware for by-passing doors. 


Now one pocket frame set replaces from 4 to 
10 sizes of this space-consuming item. Just 
think how this will affect your inventory and 
turnover! 


And #2825 is loaded with bonuses for builders. 
Let your customers compare these features: 





® All steel, telescoping, warp-proof 
header and track. 


® Extra rigid steel split jambs. 





® Maximum pre-assembly, insuring 


fast installation. STANLEY 
——  ——_— does it again! 


Companion set to 


STANLEY #2800 HARDWARE 
for %” and 1%” by-passing doors 








SAME TRACK . . . SAME HANGER Ss | 
SAME FLOOR GUIDE . . . IN ONE PACKAGE , 


Stanley 42800 is the original hardware with a re- 
versible hanger designed for 34” and 1%” by-passing 
doors—and it’s still the best! 


NOTE: Stanley also makes the most complete line 
of trim available, in all standard sizes. 
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is easy to sell 











Promotional aids — literature — in- 
struction folders — these are just a 
few of the many sales helps provided 
by Stanley to turn a sliding door 
hardware department into a profit- 
making investment. 


Stock the complete inventory-slashing Stanley line. 
Ask your wholesaler about how to get started. Or 
clip this coupon and mail to Stanley Hardware. 
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It’s designed for 


builders’ convenience 


Just one set for every job! 
Builders can’t lose time when they order or receive 


the wrong size—because there is no “wrong” size! 
#2825 is adjustable, fits all standard door sizes. 


One-man installations made easy! 


A builder on the job can quickly 
adjust the track—lengthwise . . . ad- 
just the uprights—vertically . . . ad- 
just the floor guide—laterally. And 
even after the trim is in place, he 
can still readjust the hanger. 


Easy to roll up big profits! 


Ree on ne ee 


Stanley Hardware 
Division of The Stanley Works ( 
122 Lake St., New Britain, Conn ( 


Gentlemen: 
Please rush to me information on #2825 and the t 
complete line of sliding door hardware. 


Name 

Company 

Address 

City 

Wholesaler’s name 


State 


tects so i anal 
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Now available, the most complete building 
products buying guide ever published 


14th 
ANNUAL 
ISSUE 


Makes other product 
directories obsolete 


Improved, and new, and exclusive in the 1957 Dealer 
Products File issue of American Lumberman are: 
@ an enlarged Buyers Guide, to accommodate the 
classified listing of more than 8,000 manufacturers of 
building products and equipment. 
@ Completely new, fast-reading streamlined charts 
and tables of up-to-the-minute building materials 
application and specification data. 
@ All new organization of material, making it easier 
for you to find the information you want when you 
need it. 
@ Exterior index, consisting of die-cut thumb tabs, 
gives you instant access to the title pages of major 
product and data sections. 

All these useful improvements are based on inten- 
sive personal interview research among dealers across 








NEW THIS YEAR 
exclusive, built-in thumb index 

e faster-reading charts and tables 
of product data 
enlarged BUYERS GUIDE listing 
more than 8,000 manufacturers 
improved timing, in January, for 
all year use 








the country. The result, is a dealer directory of build- 
ing products that makes other product directories 
obsolete. 

A brand new book, cover to cover, the 1957 Dealer 
Products File is the most comprehensive and useful 
guide to the buying, selling and use of building prod- 
ucts and equipment ever made available to lumber 
and material wholesalers and retailers. 


( ~) 
PUBLICATION DATE: January 21, 1957. 
SINGLE COPY PRICE: $2.00. 


AMERICAN LUMBERMAN SUBSCRIBERS get the 
improved, all new 1957 Dealer Products File 
as a regular part of their subscription, at no 











extra charge. 4 


= 





AMERICAN LUMBERMAN 


and BUILDING PRODUCTS MERCHANDISER 


139 NORTH CLARK STREET+ CHICAGO 2, ILLINOIS © Financial 6-5380 
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Here’s the all-new Clarklift Y-150... 
with Power Shifted Torque Converter 
Transmission and Planetary Drive axie! 


Torque multiplication, power shifting, full feathering 
control, ‘‘oversize’”’ tires, maximum underclearances. All 
these features and more are yours in the new Clarklift 
Y-150. They combine to provide maximum performance 
with utmost dependability under any condition—mud or 
snow —highway or dirt. Power steering, power brakes, 
finger tip controls will enable your driver to do more 
work . . . move more material in a day. Built for action, 
the Clarklift Y-150 is the most maneuverable, easiest to 
handle, of any truck of its kind on the market. Test it 

. in your own yard. Just call your local Clark dealer or 
write us... and ask for a demonstration. 


Your local Clark dealer is listed in the Yellow Pages. 


Industrial Truck Division 


CLARK EQUIPMENT COMPANY 
EQUIPMENT BATTLE CREEK 40, MICHIGAN 








Pushes Leader Items 


SALES LEADERS are used to step up consumer volume. Flush doors, pre-finished plywood 
paneling and plastic screening have been good sellers. Mort Miller, right, helps cus- 
tomer select plastic porch screens. 


How a small yard pulls 





Cash-Paying Consumer Trade 


Ideal location, trained personnel, special homeowner services and strong promotion 


is the success formula of this Connecticut firm. 


Features Seasonal Merchandise 


A little over a year ago, former 
contractor Bill Stoddard took over 
the Woodbridge (Conn.) Lumber 
Co. and decided to go after the 
high-profit, cash consumer busi- 
ness. 


Bill’s effort to step up consumer 
sales has swung the scale until 
over 60% of his $250,000 volume 
is now with the homeowner and 
do-it-yourself customer. 


Here are some of the reasons in 
a nutshell for Bill’s increasing 
consumer volume: 


SEASONAL DISPLAYS are featured outside if possible. Picnic tables are made with $10 

worth of lumber, |'!/2 hours’ time and sell for $29.95. Ideal location — It’s the only 
yard in the northwestern New 
Haven suburban area, a residen- 
tial section which is expanding 
rapidly. The yard has a modern 
showroom with off-street parking. 
An apron in front of the showroom 
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Promotes Remodeling Projects 


is used for displays of seasonal 
items and specials. 


Trained personnel. Owner Bill 
Stoddard and yard manager Mor- 
ton Miller are qualified to answer 
every homeowner’s question. Mort 
has had 20 years’ experience in 
home remodeling and construction 
and Bill has had experience in all 
phases of contracting. 


Homeowner services. These in- 
clude: a list of qualified contrac- 
tors for homeowners’ selection; 
personal on-the-job advice; 
sketches of proposed project at no 





CONVENTION ROUNDUP 


(begins on page 55) 


channels with plywood sheathing 
attached to the exterior side and 
14,” gypsum board for interior fin- 
ish. Interior partitions also have 
a steel frame covered with gyp 
board. 

Roof trusses are steel and provide 
an economical 28’, clear-span truss. 
These steel prefabs are still expen- 
sive (about $14,500 for 1,056 foot 
models exclusive of land) but vol- 
ume production could reduce this 
considerably. The steel job is being 
sold only within a 350-mile range 
of U.S. Steel’s Harrisburg, Penna., 
plant. Their all-wood prefab is still 
in production at New Albany, Ind. 


Plastics in Building 


While still quite remote, a speak- 
er from the Bakelite Corp. de- 
scribed a new phenolic resin foam 
his company is fabricating into 


large blocks for house walls. An 
acid catalyst is used to bind the 
blocks together. The product has 
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REMODELING PROJECTS, big and small, frequently start at the 


saw, where Bill Stoddard is cutting lumber for bookcase shelves. 


Added porch and basement recreation room were recent Wood- 


bridge sales. 


cost; library of plan books and 
do-it-yourself plans. Financing: 
will help customers arrange FHA 
Title I or conventional bank loans; 
known customers are allowed to 
pay materials bills over a 90-day 
period if the total is under $100. 


Strong promotion. Two local 
newspaper and radio consistently; 
one billboard near the yard ($650 
annually); special sales aimed at 
homeowner trade (example: 300 
flush mahogany doors sold at $6.50 
each). Other leader items have 
included pre-finished plywood pan- 


AAA 


high insulating value and is fire re- 
tardant. It could be sawed with or- 
dinary tools. Various types of sand- 
wich constructed walls were also 
discussed. Biggest problem on sand- 
wiches seemed to be that the wide 
variety of combination in plastics, 
plywoods and metals has so far 
prevented any one manufacturer 
from coming up with the ideal 
panel. 


Newly-Wed House Promotion 

The National Association of 
Home Builders and the U.S. Savings 
& Loan League are collaborating in 
a promotion program to persuade 
newlyweds to save for a home as 
soon as they “tie the knot.” 

Studies by NAHB reveal that the 
average age of home buyers using 
FHA-insured mortgages is 35 years. 
Those using conventional mortgages 
average 40 years of age. It is be- 
lieved that through intense promo- 
tion, the average age can be sub- 
stantially lowered. Many people can 
never afford new homes _ because 
they did not save for them during 
their younger years. 








eling, perforated hardboard, storm 
doors and windows, fiberglass 
screens, hardware and _ paints. 
Took eight booths at five-day New 
Haven Home Improvement Show. 
Sponsored by the dealer and 
manned by manufacturers’ repre- 
sentatives, these booths featured 
table saws; outdoor living equip- 
ment; pre-finished plywood panel- 
ing; power tools; waterproofing 
paint; house and interior paint; a 
dinette set; eastern pine display. 
Manufacturers’ demonstrations at 
least one Saturday a month in the 
showroom. 












Package Mortgage in Jeopardy 


The “package” FHA-insured 
mortgage, which has been a major 
instrument in bringing modern ap- 
pliances within reach of millions of 
families, may be scuttled, if dealers 
and others do not come to its rescue 
immediately. 

Crux of the problem is the inclu- 
sion of appliances in the mortgages. 
Certain groups persuaded the Sen- 
ate Committee on Banking and Cur- 
rency to have Administrator Nor- 
man Mason conduct a study on 
products now included in FHA- 
insured mortgages. 

After a six-month survey, FHA 
is recommending that all regula- 
tions remain as they are now; but 
Congress can still react differently. 

Many dealers are writing and 
wiring Congressmen, urging sup- 
port of current FHA policies, which 
benefit most home buyers and the 
entire economy. Sen. J. W. Ful- 
bright (Ark.) is chairman of the 
Committee on Banking and Cur- 
rency, Senate Office Building, Wash- 
ington, D.C. 
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From ABC’s giant raw aluminum-to-finished product 
facilities ... important new advantages in 


SLIDING GLASS DOORS 


WITH LIFETIME ALUMINUM FRAMES 


EXCLUSIVE ABC 
SALES FEATURES 
Raciicdlesdis Gouge <iarenad i- Budget priced for 
a 
g wit 4 
seat amsutarng ciassunts Wi HOUSING PROJECTS 
Bs sekiid sienive gortevener MODERNIZING 
(5) Silent nylon ball-bearing 
Stee ai) Slaped, wraather CUSTOM HOMES 
tight recess track design 
for self-drainage. See Us At 


Flush-type interior 
surface tracks also NERSICA Booth 163 


available. 





FASTER / _ EASIER 
ASSEMBLY | INSTALLATION 


® Quickly installed in 
rough or finished 
openings. Screw-to- 
gether frame, plus 
greater unit adjust- 


@ Precision-machined 
interchangeable parts "Sse... 
—no confusing as- — -" 
sembly numbers or 


letters to follow. Con- 
tinuous ABC vinyl ments and complete 


glazing bead saves step-by-step illustra- 
extra time and money. a ge” ted instructions. 


Send Today for this Geat New 


ABC Leads the Industty with [Pe ytarereee SAMPLE KIT! 
QUALITY-ENGINEERED EXTRAS! Complete two-door ont with (aii a a 


Exclusive All-Flush Design, including patented ABC sample kit includes all 
full-size ABC sections, and 

flush hardware... All sash slide and easily seesures 98°x 26". Comes 
lift out... Maintenance-free, fingertip operation with exterior recess track, 
" plus extra interior surface 

eee Lower unit, assembly, and installation costs track section. Easy-carry 
...Widest range of stock sizes, with IMMEDIATE a eee An 
ideal kit to increase sales 


SHIPMENT on ABC pocket units...Plus com- through architects, builders, 
plete advertising and sales promotion aids! Connie 


, sc . 
HUGE QUANTITY DISCOU : noi hallo K ATOM #25 ! 
| TO VOLUME BUYERS! : 
ier Order Your ABC Sample Kit NOW! 


Your Major Source for Jalousie Windows « Awning Windows ¢ Aluminum Thresholds ¢ Aluminum Stepladders 


ADAMS ENGINEERING ic. 


630 Huyler Street « S. Hackensack, New Jersey 





Box 936, Little River Branch « Miami 38, Florida 





BUILDING PRODUCTS DEALERS! When 
you're going after new construction busi- 
ness, you need more than the right bait — 
You need to know where todrop your line... 





CU 


We help you pick the right pond 


just looking anywhere is a costly way to find business—the best, 
economical way is to be at the right place at the right time. If you want 
to know what jobs are coming up and when, then mail this coupon today. 


ent IN, ila A dh ecg cas cess tsb - 


TO: DODGE REPORTS, 119 WEST 40th STREET, DEPT. 20, NEW YORK 18, N. Y. 


Yes! I'd like to pin-point my prospects by knowing in advance who’s going to build, 


what, when, where. 





I want to know whom to contact and when to submit bids. 


I'd like to see some Dodge Reports and I'd like a copy of your booklet that tells how to use 
this accurate, daily, up-to-the-minute construction news service. 


I understand that I can pick just the area and type of construction activity that interests 
me. Also, that I won’t have to wade through mounds of data to find the information I need. 


I'm interested in General Building [ ] House Construction Engineering (Heavy Construction) 


in the Following Area: 


NAME : i erry, 
‘\ 4 
~ 4 


~~ A 


ADDRESS a Fs - 


Dodge Reports 


STATE For Timed Selling to the Construction Industry 


“Vf \’ 
“tify 
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DEALER >PARADE 
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THREE LUMBERMEN and pilot of a private plane spent a cold, stormy night stranded 
on a sheepherders' trail near Great Salt Lake, Utah, when their plane was forced 


down 


by a snowstorm. "A wonderful plane, a good pilot and our faith in God saved us," 
they said upon their safe return to the Boise, Ida., air terminal. Left to right: Boise- 
Payette Lumber Company's vice-president A. E. Montgomery, past president John 
Aram and new president Robert V. Hansberger and the pilot, Lloyd Eason. 





Survey Shows Business 
Good in N. California 


Business was good during 1956 
for most of the members of the 
Lumber Merchants’ Association of 
Northern California. In a survey of 
business conditions just completed 
by the association, 60% of the mem- 
bers reported an average increase 
of 18% in business during the first 
nine months of 1956 as compared 
with the volume of business for the 
same period of 1955. The rest were 
equally divided between reporting 
business volume the same as the 
prior year and 20%, which reported 
an average decrease of 11%. 

Compared with Oct. 1, 1955, dollar 
volume of inventory on Oct. 1, 1956, 
was on the increase by 19% for 50% 
of the members, same as 1955 for 
5% and down by 10% for 45% of 
the members. 

“Perhaps the most important item 
shown in our survey,” explains ex- 
ecutive vice-president Jack Pom- 
eroy, “is the fact that 50% of our 
members report an increase of 
24.5% in net profits and 30% re- 
ported net profits the same as the 
prior year. 

“Only 20% reported a decrease in 
net profits of 31%. Another inter- 
esting fact is that 50% of the mem- 
bers increased their advertising ex- 
penditures during 1956; 45% added 
sales personnel and 20% remodeled 
or modernized their store.” 

Home building was down 17%, ac- 
cording to 45% of the members re- 
porting and 32% predict that home 
building will increase during 1957. 
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Short-Course Plan 
For Lumbermen 


A streamlined lumber dealer 
“short course” of two weeks’ length, 
replacing the standard 30-day term, 
has been pronounced a success by 
the Indiana Lumber and Builders’ 
Supply Association. Forty-eight stu- 
dents completed the course at Pur- 
due, in Lafayette, on Jan. 25. 

John F. Casen, the association’s 
educational coordinator, said that 
the two-week plan was devised as a 
result of dwindling short-course 
attendance during recent years. 
“Tt’s a burden for most yards to 
lose a man’s time for a full month’s 
study,” he commented. 

This year’s record-breaking class 
will continue its education during 
two weeks in 1958 and a final ses- 
sion the following year. A new 
“basic” class will be recruited for 
next January at Purdue. 


Seven L. I. Yards 
Join in Merger 


The three yards of the former 
East Hampton (L.I., N. Y.) Lumber 
Co. and the three yards of the South 
Hampton (L. I., N. Y.) Lumber Co. 
have merged, S. Louis Han, pres- 
ident of the new corporation, re- 
ports. 

As part of the transaction, the 
merged corporation purchased a 
seventh lumberyard, the Montauk 
(L. I., N. Y.) Lumber Co. Han 
points out that the firm plans a mod- 
ernization and improvement pro- 
gram. First step will be a new show- 
room for the East Hampton yard. 


Obituaries 


Andrew F. Hibler, co-founder 
of Williams & Hibler, Hacketts- 
town, N. J., died at his home re- 
cently after a long illness. He 
was 71. He is survived by his 
widow, Mattie; a daughter, Mrs. 
C. L. Torrence; a son, Milton L., 
and five grandchildren. 


E. H. McKeigue, 50, for the 
last 10 years president of the 
Peabody Lumber Co., Peabody, 
Mass., died Nov. 3. Mr. McKeigue 
also was president of the Mas- 
sachusetts Retail Lumber Deal- 
ers’ Association and was a di- 
rector of the Northeastern 
Retail Lumbermen’s Association. 
Surviving are his widow, Mu- 
riel; a son, Paul, and a daughter, 
Muriel. 


George Frederick Jewett, 60, 
chairman of the board of Pot- 
latch Forests, Inc., died recently 
in a Spokane, Wash., hospital 
after undergoing surgery. Born 
in St. Paul, Minn., in 1896, he 
became a distinguished leader in 
the industry. In 1937 he was 
awarded the Carl Schurz Me- 
morial Fellowship, under which 
he studied forestry in Germany. 
He became president of Potlatch 
Forests in 1946. Besides his 
widow, Mary, survivors include 
a son, George F. Jewett, Jr., 
and a daughter, Mrs. Margaret 
Greer. 











Quince Burdick, Burdick Lumber 
Co., Payson, Utah, has been appointed 
a member of the Payson City Council. 
... Bert Stone, Stone’s, Inc., Nampa, 
Ida., has been elected district governor 
for the Utah-Idaho district of Rotary 
International. His election will be con- 
firmed at the Rotary International 
convention in Switzerland and he will 
take office July 1, 1957. 


The Lumber Merchants’ Association 
of Northern California has worked out 
arrangements with the American Mo- 
torists Insurance Co., stock company 
affiliate of Lumbermen’s Mutual Casu- 
alty Insurance Co., to insure retail 
lumber companies for complete fire 
protection on a five-year annual in- 
stallment basis at a 15% reduction. 
Complete details may be obtained 
from Jack F. Pomeroy, executive vice- 
president of the association, 24 Cali- 
fornia St., San Francisco. 


The Boise-Payette Lumber Co., 
Boise, Ida., reports that W. L. John- 
son, Boise, and Don L. Vopat, Salt 
Lake City, have been elected assistant 
vice-presidents of the firm. . . . Robert 
V. Hansberger, formerly of Portland, 
has been named president of Boise- 
Payette to succeed John Aram, who 
resigned recently to become assistant 
to the president of Weyerhaeuser 
Timber Co., Tacoma, Wash. 
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No. 246-PT 


TASK FORCE Il 


Drill 'n Kit Selector 39% PROFIT! — 
Bigger Sales — Smaller Inventory 


Your customer chooses the 
Cummins 4%" Drill and the 
accessories he wants! Handsome, 
functional, permanent — uses 
little counter space. Speeds 
turnover because customers keep 
coming back to add 

to their tool needs. 


No. 249-PT 


TASK FORCE IV 
Iluminated Sign — No Extra Cost! 


Equipped with chains for 
hanging, has its own easel stand 
for counters. Use it in windows or 
on walls — or on new Cummins 
Floor Display Fixture (No. 
246-PT)! An economical 
night-light, too! 


BUILDING PRODUCTS MERCHANDISER 
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4 BRAND-NEW, HARD-HITTING DISPLAYS TO 
WIN BIGGER SALES AND PROFITS FOR YOU! 





Complete Tool Department (in 41 sq. tt.) 


NO EXTRA COST! 


$4 “Spectacular” is the word for this “big 


gun” — and it’s available at no cost to 





Team two 


. . back-to-back... 
you when you order tools illustrated! Strongly 


built with scratch and mar- resistant finish in color- 
ful buff and brown — and versatile as it is hand- 
ample storage 





some! Maximum display area... 
... Changeable seasonal copy panels for all-year 
selling power. Use it as an island display or be- 
tween counters against a wall! 6712” high, 3234” 
wide, 19” deep. 
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or side by side! 
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No. 248-PT 
TASK FORCE Ill 


Permanent 1/2” Drill Display — 


NO EXTRA COST! 


Colorfully finished in red, 
white and black, this display 
sells Cummins %” Drills with 
new 2-position removable 
handle. Available from 

your Cummins salesman. 


Mode! 4000 


Get full details on Cummins ‘‘Task Force’’ Displays! Ask 
your Cummins man — or mail this coupon today for details! 


Cummins Portable Electric Tools 


5055 N. Lydell Ave., Milwaukee 17, Wis. 

Please send complete details on the new 

Cummins Displays checked below: 

[] Task Force | (No. 246-PT) — 
Floor Display Fixture 


Task Force Il (Model 4000) — 
V4" Drill 'n Kit Selector 


] Task Force Ill (No. 248-PT) — 
Cummins 12” Drill Display 

[] Task Force IV (No. 249-PT) — 

Cummins Illuminated Sign 


NAME 
ADDRESS 


= rT ~ ZONE STATE 


maoe sy John Ostes MANUFACTURING CO. ©1957 1.0.m.c 


Circle No. 25 on Coupon, page 120. 














~ 












































WINTER SEAL CORPORATION ©* DETROIT 27, MICHIGAN 
WINTER SEAL OF CANADA e TORONTO 15 
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PROTECTION IN SHINING ARMOR 



























Every Winter Seal product is of heavy-duty extruded aluminum 
construction, expertly fabricated and beautifully finished, assuring 
you of customer satisfaction and goodwill. 


Winter Seal’s outstanding line of aluminum windows and doors 
is available three ways; assembled, KD, or lineal extrusions. 


@ Aluminum Combination Windows @ Aluminum Combination Doors 
—Two or Three Track —Deluxe—Economy—Round Top 


@ Jalousie Windows and Doors @ Casement Storms and Screens 
@ Horizontal Sliding Prime Windows 
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Guaranteed by ” 
Good Housekeeping 


Op 
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Winter Seal Combination Win 
jows and Doors carry The Good 
Housekeeping Seal of Approval. 





WINTER SEAL CORPORATION 
14576 Meyers Road, Detroit 27, Michigan 


Gentlemen 


| am interested in receiving complete information on the 


Winter Seal “Profit Plan” for: 


win TielR ee 
a : 


Address___ 


MANUFACTURERS-EXTRUDERS 


Windows—Doors 
5 City and State. 
Screens—Jalousies 






Type of Business 
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YYOOD CONVERSION CO. is supple- 
menting its big TV campaign by furnishing 
lumbermen with window and store displays 
and banners featuring Dave Garroway and 
Arlene Francis. Garroway (above) views 
promotion poster of himself and Miss 
Francis. 


Wood Conversion Co. 
Starts Big TV Promotion 


Wood Conversion Co., St. Paul, 
Minn., manufacturer of Balsam- 
Wool blanket insulation and Nu- 
Wood insulation board, launched 
a national television merchandis- 
ing campaign over NBC-TV start- 
ing in February. The company’s 
around-the-clock TV coverage fea- 
tures Dave Garrowav on the “To- 
dav” show, Arlene Francis on the 
“Home” show, and a new, star- 
studded cast on the “Tonight” 
show. 

Plans for the network television 
promotion were announced by 
General Sales Manager M. S. Wolf 





and Building Products Sales Man- 
ager J. D. Fischer at a merchan- 
dising conference in Highland 
Park, Ill., attended by over 100 
salesmen and district managers. 
The TV campaign will be supple- 
mented with intensive local mer- 
chandising help, according to ad- 
vertising manager K. C. Lindley. 


Masonite Corp. Offers 
New Display Service 


A new display service to co- 
erdinate with the panel display 
program recommended by the Na- 
tional Association of Retail Lum- 
ber Dealers has been launched by 
Masonite Corp., Chicago. Mason- 
ite salesmen are giving dealers 
help in mounting kits of merchan- 
dising material on the 30” x 80” 
swinging or island display panels 
recommended by NRLDA. The 
kits, six in number, consist of 
signs, samples, photographs and 
literature. They are designed for 
mounting on Peg-Board panels 
inserted in the NRLDA panel 
frames. 

Initial kits available from Ma- 
sonite are on the following themes: 
Home Improvement Ideas, Siding 
Products, Shadowvent Siding, Peg- 
Board, Remodeling with Panel 
Products and Masonite Seadrift. 
Six additional kits, with seasonal 
tie-ins, will be introduced this 
year, reports Masonite sales pro- 
motion manager Clarence E. Sut- 
ton. A brochure describing the 
kits is available from Masonite 
on request. 


Hines Lumber Buys 
Interior Finish Co. 


Edward Hines Lumber Co., Chi- 
cago, announces it has purchased 
the Illinois Interior Finish Co. and 
the firm’s retail lumberyard in 
Homewood. The acquisition places 
the Hines firm in a new field of 
manufacturing custom institutional 
millwork, reports president Charles 
M. Hines. 

Part of the mill and sales person- 
nel of Illinois Interior, including 
C. C. Myroup, vice-president, will 
be absorbed in the Hines organiza- 
tion. The Illinois Interior Finish 
millwork plant will be closed and its 
operations transferred to the en- 
larged Hines plant. 


West Coast Lumbermen 
to Meet in Portland 


Dates for the 46th annual meet- 
ing of the West Coast Lumbermen’s 
Association have been set for Mar. 
27-28, at the Multnomah hotel, 
Portland, Ore., according to execu- 
tive vice-president H. V. Simpson. 
Two full days of activity are planned 
for this annual work session, Simp- 
son states, with emphasis on mar- 
keting and merchandising of lum- 
ber. N. B. Giustina, president of 
WCLA, will preside at all sessions. 


Thor Company Moves 
Its Offices Downtown 


Reversing the trend from city to 
suburbs, the Thor Power Tool Co. 
has moved its executive offices from 
Aurora to downtown Chicago. All 
executive offices in management and 
sales have been transferred to the 
30th floor of the Prudential build- 
ing, said president Neil C. Hurley, 
Jr. The company has leased 6,000 
square feet of space in Chicago’s 
new lakefront skyscraper. 
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OLD-STYLE DOOR HARDWARE (left) can be converted to stylish new unit (right) 


through use of Kwikset's modernization kit. All traces of the old lock and trim plates 
are completely covered by the new kit, making it unnecessary to repaint the door after 


conversion or refill old holes. 
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Kwikset Locks Unveils 
Modernization Kit 


A new modernization kit designed 
especially for conversion of old-style 
mortise locksets to modern locksets 
and trim plates in older homes is 
announced by Kwikset Locks, Inc., 
Anaheim, Calif. Designed to fit into 
any architectural style, the kit has 
been engineered for quick, easy in- 
stallation with a minimum of home 
fix-it tools. A hand brace, bit and 
screwdriver are the only required 
tools on most conversions. 

Kwikset modernization kits are 
packaged in individual boxes, com- 
plete with template for positioning 
new holes to be drilled, simple in- 
structions for installation and all 
screws necessary. The kits are de- 
signed for use in converting any 
mortise style locksets to Kwikset 
“400” line locksets in either Stand- 
ard or Bel Air models. 

(continued on page 86) 
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BUT— 17 CAN BE MADE SMOOTH QUICKLY, 
EASILY AND INEXPENSIVELY coceh 
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REPAIR—TOPPING—WELDING ~ — . 
REVOLUTIONIZES cement and masonry repairs - - : e. x —~ 
ELIMINATESthe CHIPPING or ROUGHENING, fi odes fan = i 
PRIMING and CURING thot are necessary Fn ae ot 


with ordinary cement patching moterials tis im ~ 


sy 
, ae be 
What's more. it is applied as THIN as /s or ¥ . > 
more than | whatever thickness needed ‘ ; Bp 










Saves contractors, home owners, fi 


eee 
ormers & 
maintenance men hundreds of dollars in he 5 
& 


concrete replacement and repairs 
INCREASE YOUR SALES-DOLLAR VOLUME 
? 
INSTANTLY ath Later (cnerete 
REPAIR AND TOPPING IN THESE 3 SIZES 
a terrific seller in the Fix-It-Yourself market! 


fr : SMALL KIT — 8 /bs 
et (sufficient to repair 50 to 











— Sa ea aE” 


150 ft. of average cracks) pcan aged 


$ drum 
LIST PRICE .... *2.95 = Includes 40-lbs powder 
LARGE KIT — 14 Ibs mix, 1] gallon lotex mixer 
double size) $ pang sone 
sq. ft, Ae thic 
LIST PRICE ...... 4.95 LIST PRICE .... *10.00 





BOTH KITS include powder mix, liquid rubber latex and a trowel 
LIBERAL DEALER DISCOUNT. Prices ore F.0.B8. Chicago 


y) 6958 South State Street 


N NUOU SERVICE 








ie CAMP COMPANY, 
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AMERICA'S 
FASTEST - GROWING 
TYPE OF BUILDING! 


@ EASY TO SELL! 

Cuckler Steel Span Buildings are adapt- 
able for hundreds of uses as commercial, 
industrial and agricultural installations. 
Post-free to provide 100% usable space! 


@ PROFITABLE FOR YOU! 

Steel Span is a “natural” for increasing 
sales of other materials you stock. It’s 
the most practical and economical build- 
ing for your customers . . . yet profitable 
for you! 

@ EASY TO STOCK — EASY TO ERECT! 
Cuckler Steel Span Buildings are avail- 
able in a variety of sizes, any length. Pre- 
cision-fitted at the factory, easily bolted 
on the job. Attractive buildings go up in 
a hurry! 


<I 


i - leeeiiies cur OPE 
q / NCHI ILL N 
[32 and 44° | [ cen \ IN CERTAIN AREAS! 
@ TERRIFIC SALES AIDS PLUS If you're interested in getting 
NATIONAL ADVERTISING! aboard the Steel Span hs 
Cuckler promotion plans include dealer pea oye a ri ew 
aids that sell-on-the-spot for you. . . na- is open we’ he pny 
tional advertising in Successful Farming plete dots ea how ae bell 
and other well-known publications that sales as a Steel Span dealer 


will bring new customers to you! 


IT PAYS TO PLAN WITH Steel Span 









a history 
OF 
QUALITY 


satisfaction 


Through the years, Mt. Ver- 
non flovring has delivered 
beauty, endurance and repeat sales. That's because 
there’s no substitute for quality—and it’s traditional 
that each strip of Mt. Vernon flooring be made of 
finest timber, and carefully manufactured and graded. 
For satisfaction and sales, make your next order 


NOFMA-certified Mt. Vernon Brand flooring. 


OAK ALSO BAND SAWN HARDWOODS 
BEECH Latest equipment; dry kilns, 
planing mill and flooring pliant 
PECAN Send us your inquiries. 


MOBILE RIVER SAW MILL CO., Inc. 





MT. VERNON, ALABAMA 
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CUCKLER MFG. CO. Dept. AL-2. a 
Monticello, lowa. ' 
Please let me know if my area is open and give me in- - 
formation on Steel Span Buildings Dealer Plan. i‘ 
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Southern Hardwood 
Producers to Meet 


The annual meeting of the 
Southern Hardwood Producers, 
Inc., will be held March 21-22 at 
the Roosevelt Hotel in New Or- 
leans. The National Lumber Ex- 
porters Association, meeting in 
conjunction with SHPI, will con- 
vene March 20. Continuing the 
policy of recent years, the meeting 
will cover not only the national 
situation but also will devote con- 
siderable time to subjects directly 
related to the production and mar- 
keting of southern hardwoods, re- 
ports association secretary-man- 
ager L. J. Heatherly. 


Plomb Tool Changes Its 
Name to Proto Tool Co. 


Stockholders of the Plomb Tool 
Co. recently approved a change in 
corporate name to Pendleton Tool 
Industries, Inc. The parent com- 
pany plant located in Los Angeles 
and a division located in James- 
town, N. Y., will operate under the 
name of Proto Tool Co., as divi- 
sions of Pendleton Tool Industries, 
Inc., it was stated. 
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THIS NEW Lumber Pricing Calculator 
gives the direct answer in cents per piece 
for thousands of different pricing prob- 
lems. All you do is set arrow, read the 
answer. 


New Device Prices 
Lumber in Seconds 

A new, easy-to-use Lumber Pric- 
ing Calculator developed by the 
Lumber Dealers Merchandising 
Service in collaboration with Weyer- 
haeuser Sales Co. enables you to 
price lengths of lumber with a flick 
of the wrist. It gives a direct read- 
ing in price per piece and lineal 
foot price for a real shortcut to 
everyday pricing problems. Just set 
it and read it. the Service reports. 

With the calculator you can quick- 
ly read the selling price for the com- 
plete range of lumber lengths, from 
8’ to 20’, in 18 sizes. Its listing of 
the lineal foot price for each lumber 
size enables you to quickly figure 
odd sizes. Calculators are available 


HIGH SMOKE DOME 


CLOSE-FITTING 
DAMPER 


Warms Customers’ Homes 


- - - and Dealers’ Hearts! 


This big-profit all-steel fireplace de- 


FULL-SIZE 
THROAT OPENING 


ONE-PIECE 


livers complete comfort to as many as ___Fipegox 


three rooms. . 


lagging sales! 


Available in five sizes for any stand- 


. and lights a fire under 5” BOILER 


PLATE 


BAFFLE PLATE 


ard fireplace in new or old homes, modern 


or traditional 


ideal for basements, 


EASILY CONTROLLED y INLET 


from the Lumber Dealers Merchan- 
dizing Service, Palace Bldg., Minne- 
apolis 1, Minn. 





COMPANIES ANNOUNCE 





William J. Ziegenhein, vice-presi- 
dent in charge of sales, Russell & Er- 
win Div., The American Hardware 
Corp., New Britain, Conn., reports 
Victor H. Verby has been appointed to 
the newly created position of sales 
promotion manager; John R. Meagley 
has been named manager of contract 
sales, and Stuart G. Force has been 
named manager of expcrt and special 
market sales. 


Verby Hite 


N. L. (Beanie) Hite, who recently 
completed a_ half-century with the 
Continental Steel Corp., Kokomo, Ind., 
retired from his position as sales man- 
ager of the corporation’s Wire Div. the 
first of the year. He will divide his 
time between Florida and his summer 
home at Lake Manitou, Ind. 


FULL-SIZE 
SMOKE SHELF 
ve” BOILER 
PLATE 


SQUARE 
CORNERS 


WARM AIR 
OUTLET 


HEATING 
CHAMBER 


GLASS WOOL 
INSULATION 


COOL AIR 
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playrooms, cabins or camps. DAMPER HANDLE 


OTHER FINE QUALITY VESTAL PRODUCTS.. 








Thermofiow design gives maximum 
heat distribution, clean and smoke-free— 
heated air never comes in contact with the 


fire. A complete unit — ready for in- (YY 
stallation. Cast Iron Fireplace Dampers 


—— 


Formed Steel Lintels 


@ Cast iron and aluminum foundation vents Window Wells 


VESTALD , 





@ Cleanout doors 

@ Mortar boxes 

@ Cast iron and steel specialty 
building products 


Write today for our complete 
catalog. Address Dept. AL 











VESTAL MANUFACTURING CO., P.O. BOX 152, SWEETWATER, TENN. 
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C. Hager & Sons Hinge Mfg. Co., St. Louis, pursuing its 
expanding sales and service policy, announces the appoint- 
ment of William B. Kennedy as divisional sales manager 
in the states of Wisconsin, Minnesota and North and South 
Dakota. William W. Combs was appointed sales repre- 
sentative in the same area. 


American Screen Products Co., Miami, Fla., manufac- 
turer of finished aluminum screens, slide-a-fold and sliding 
door hardware and screen and storm sash components, 
recently opened temporary general offices in Elmhurst, II1., 
where a 6,000 square foot air-conditioned building will be 
completed by the latter part of 1957, reports president 
John D. Foskett. Metal Screens Corp., a new subsidiary, 
took over the parent company’s offices and plant in Miami 
the beginning of January. 


General traffic manager Pete Walsh, Celotex Corp., Chi- 
cago, has been inducted into the company’s 25-year club. 
Walsh has served in the same capacity since joining the 
firm in 1931. ... Cecil E. (Kit) Parson has been named ad- 
vertising and sales promotion manager, American Kitch- 
ens Div., AVCO Mfg. Corp., Connersville, Ind. He was 
formerly with Chambers Ranges, Inc. 


G. Geoffrey Young has been appointed merchandising 
manager of The Stanley Works, New Britain, Conn. As a 
member of the marketing staff, he will assist all divisions 
and subsidiaries of The Stanley Works in the planning and 
production of trade show displays, point-of-purchase dis- 
plays and exhibits. 


Andrea Mfg. Co., producer of a complete line of alumi- 
num combination storm windows and doors, including the 
Finger-Trol swivel window with concealed hinges, an- 
nounces the completion of a third plant located in Amity- 
ville, L. I, N. Y¥. “The new building gives Andrea over 
45,000 square feet of fabrication space, thus enabling a 
vast increase in production,” reports president Bert 
Kronen. 


M. B. Pendleton, for the past six years assistant manager 
of the National Hardwood Lumber Assn., Chicago, was 
promoted to the position of acting secretary-manager at 
a special meeting of the executive committee. The ap- 
pointment fills the post previously held by J. L. Muller, who 
resigned to enter private business. 


Phifer Wire Products, manufacturer and supplier of 
aluminum and galvanized insect screening, moved recently 
into a new plant in Tuscaloosa, Ala., adding may thousand 
square feet of floor space to its operation, reports general 
manager Gordon Lawless. . .. Union Lumber Co., manu- 
facturer of Noyo brand Redwood, announces the comple- 
tion of the revamping of its dry shed to facilitate mixed 
car shipments at its mills at Fort Bragg, Calif. “The step 
was taken to meet the increasing demand by dealers for 
mixed car shipments of the various Union Lumber Co. 
products,” reports vice-president Sherman A. Bishop. 





MOTION CAMERAMAN from "Industry on Parade," prize-win- 
ning weekly TV newsreel produced by the National Association 
of Manufacturers, recently focused on president A. C. Avril, 
Sakrete, Inc., Cincinnati, Ohio, for a sequence showing how to 
use this do-it-yourself concrete. The newsreel will show millions 
of people what Sakrete is, how to use it and where it can be 
purchased. z 
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To insure consistent high 
profits for dealers... 


SOUTHWEST TAKES EVERY 
POSSIBLE STEP TO INSURE 
CONSISTENT HIGH QUALITY 


... such as storing lumber indoors 
until shipped to our dealers 


™“ 
a softer-textured Ponderosa 
Pine from Arizona’s mountain country 
deserves to be handled with care because it’s 
world champ in its class. And how we pamper 


It’s slowly and evenly dried in kilns. 

It’s milled by modern machinery to precise, unvary- 

ing dimensions. 

It's end-waxed for protection and eye appeal. 

And, it’s stored in warehouses, out of the weather, 

until shipped. 

The result: consistent quality. That’s why 
customers look for the lumber end-stamped 


with the “Indian Sign”! 


‘\fouthwest 


LUMBER MILLS. INC. 











General Offices: P. 0. Box 908 Phoenix, Arizona 
Mills at: Flagstaff - McNary 
6000 cars shipped yearly and delivered when promised! 


SIDING e SHEATHING e SUB-FLOORING 
ROOF DECKING e PANELING e INTERIOR FINISH 
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Weyerhaeuser 4-Square 


Tells and Retetts. 


Used and proved by thousands of retail lumber dealers from coast to 
coast, the Weyerhaeuser 4-Square Home Building Service is a continuously 
expanding system of helping retail lumber dealers sell lumber and other 
building products. This Service is outstanding in the retail lumber dealer 
field. Dealers report the sale of countless thousands of feet of 4-Square 
Lumber and other building products, resulting from the 4-Square Home 
Building Service. 


FOR THE DEALER: 


Retail lumber dealers have in the Weyerhaeuser 4- 
Square Home Building Service an exclusive, profes- 
sionally developed Service which helps them sell more 
building products. This tested program is a powerful 
sales-builder which attracts customers to the retail 
lumber yard. It gives dealers first chance to serve the 
buyer and control the sale. 


FOR DEALERS’ CONTRACTOR CUSTOMERS: 


Weyerhaeuser 4-Square Building Service advertising 
and merchandising improves the position of your con- 
tractor customers by promoting new home construc- 
tion, modernization, repair work. When contractors 
work closely with you and use your 4-Square Home 
Building Service in consumer contacts, they help you 
—while helping themselves. 


FOR THE CONSUMER: 


Thousands of consumers have been directed to, helped 

. . and sold by dealers offering the Weyerhaeuser 
4-Square Home Building Service. Each month it is 
described to millions of people through national adver- 
tising which tells how Weyerhaeuser 4-Square Lumber 
Dealers can help readers with this modern building 
service. 


Weyerhaeuser Sales Company 


ST. PAUL 1, MINNESOTA 


February 18, 1957, AMERICAN LUMBERMAN AND 





Home Building Service 


- Sols cud Resells 


HERE'S WHAT YOU GAIN WITH THE 


WEYERHAEUSER 4-SQUARE wome sBuiLbDING SERVICE 


BOOK OF BUILDING IDEAS: 


This expandable book, properly displayed, is an exciting sales stimulator . . . an authorita- 
tive reference which turns prospects into customers. Weyerhaeuser keeps it fresh, active, 
and enticing with new product and building ideas, new home designs. 

Home Design Section: Includes beautiful color illustrations of more than 100 professionally 
designed homes in a wide selection of sizes and styles. Dealers are furnished floor plans, 
elevations, and condensed material lists for quick estimating. 


Product Idea Section: Interior panelings, kitchen moderniza- 
tions, exterior sidings in many patterns and applications, 
color illustrations of fence designs and garages. A millwork 
section shows all types of windows, interior and exterior 
doors, and fireplace mantles. 

Fence Selector: Co-ordinated with “Book of Building Ideas’’, 
this colorful sales tool shows 20 modern low fence designs 
and 12 high fence designs for backyard or patio uses. 
Blueprint Service: Precise, accurate drawings engineered for 
economical, lasting construction. Supported with specifica- 
tions and a bill of materials acceptable to lending agencies. 





MONTHLY MAILING SERVICE: 

A new home design is featured each month in national 
consumer magazine advertising. Thus prospects are direct- 
ed to their local 4-Square Home Building Service Dealer. 
To identify their Yards, dealers receive: 

Large Poster of the month’s home design featured in nation- 
al ads. Display Cut-out of same home for counter, window, 
or wall use. Mats, Ad Proofs, and Radio Spots of featured 
design for local tie-ins. Names and addresses of prospects 
sending in advertising coupons. 





CONSUMER MAILING SERVICE: 

Weyerhaeuser national advertising invites readers to ask 
for more information on homes illustrated and the complete 
Service. Consumers answering advertisements receive: 
Colorful Books showing various designs and helpful build- 
ing hints. Descriptive Folder giving details on advertised 
design. Gridded Floor Plan and furniture cut-outs. Names, 
addresses of Home Service Dealers in prospect’s community. 





For full details on how you can benefit from this Service, write now to Weyerhaeuser and ask 
for “A Continuously Expanding System of Selling’”’—a new book which gives the whole story. 


WEYERHAEUSER 


A-SQUARE 
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BINSWANGER HEADQUARTERS, Richmond, Va., encloses more than 
90,000 square feet of office, fabrication and warehouse space. Struc- 
ture was designed to allow utmost efficiency in serving firm's dealers 
and branch warehouses in |2 states. 


An American Lumberman Master Wholesaler 


Secret of a $10 Million Business 


Orderly distribution and efficient service 
to the retail dealer has helped Binswanger 
& Co., Inc., gain a dominant position in 12 


southern states. 


One of the largest building materials distributors 
in the nation, the 84-year-old Binswanger & Co., Inc., 
eastern division, Richmond, Va., has built its $10 
million business on the firm foundation of orderly 
distribution and efficient dealer service. 

Originally founded as a one-man glass store, the 
company now has 1,000 employes in its three divi- 
sions and wholesales glass, millwork and building 
materials. Binswanger operates from three separate 


UT 


S. E. Binswanger M. I. Binswanger J. Nadler 
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corporation headquarters—Richmond, Houston and 
Memphis—and serves dealers in 12 southern states 
through 19 branch locations. The eastern division 
alone, on which this article is based, serves 2,500 
dealers—more than two-thirds of whom are lumber 
dealers; grosses over $10 million annually, operates 
40 trucks and eight branch warehouses. 

In glass, Binswanger can furnish anything from 
a tiny, non-reflecting pane for a photograph to a 
stained glass church window; it manufactures mir- 
rors under the name of Tru-Flect; it manufactures 
tub enclosures, sliding doors and windows under the 
names of Gulf Spray and Texlide; it also makes slid- 
ing glass door panels under the name Lone Star. 

In millwork, the eastern division distributes brand 
name windows, doors, corner cabinets, blinds, man- 
tels, garage doors, jalousies, louvered windows, dis- 
appearing stairways, sash molding, trim and other 
products. It also manufactures and distributes pre- 
hung interior door units under the name E-Z Set and 
double-hung wood windows under the name Air- 
Seal®. 

Building materials handled by this division include 
wallboard, ceiling tile, plywood, ornamental iron rail- 
ings. medicine cabinets, metal vents, canopies and 
awnings, fiber glass insulation, hardboards, roof 
decking, asphalt roofing and tension screens. 

This article describes Binswanger’s successful, 
rock-bound policy of orderly distribution and the 
ways in which the company and its carefully selected, 
highly trained sales staff serves building materials 
retailers. 


Distribution policy. “When Binswanger branched 
out from glass and began distributing millwork and 
building materials in 1910,” explains Joe Nadler, 
vice-president and general sales manager, “the de- 
cision was made to sell only to legitimate building 

(continued on page 92) 


February 18, 1957, AMERICAN LUMBERMAN AND 











de'cor| 














——*,, SHUTTERS 
demand than ever *. AND DOORS 


before! Capitalize on 

famous Grand Rapids ° 

quality construction with : . with the 
de’cor louvered shutters ° | 
and doors. With de’cor of ° tylin 
Grand Rapids, Inc. you expect ° a eit 
quality and you get it, plus 5 es 
specialized consultation service 7 x and service \ 
on all of your problems of ‘ 

measurement and installation. ° that's easy 


. 
WRITE for new illustrated > I 
booklet with complete sales ° | 
information and profitable ~ fo sell! 
discounts. Please use firm * 


perheed. . | | Nothing’s too good for McGinnis — since he started 
de’cor OF GRAND RAPIDS, INC. ° suggesting “Scotcu” Brand Masking Tape 
1613 EASTERN AVENUE S. E., GRAND RAPIDS, MICHIGAN | with every sale! 


| 
































Associate Member Grand Rapids Furniture Makers Guild 
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PONDEROSA PINE—SUGAR PINE 
WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 
Annual Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


“ine” PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


Trade Mark 
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“PARKER” ¢ BUILDERS’-SHOWCASE-CABINET HARDWARE 





DOOR CLOSERS 
PANIC BOLTS 
PERFORATED METALS 
PILASTER STANDARDS 
PUSH & PULL BARS 
PUSH & PULL PLATES 
REGISTERS & GRILLES 
RODDING & TUBING 
ROPE RAILINGS 
SHOWCASE FITTINGS 
SLIDING DOOR TRACK 
SPRING HINGES 
STANDEE POSTS 


BRASS RAILINGS 
BUTTS & HINGES 
COAT & HAT HOOKS 
COAT & HAT RACKS 
CONTINUOUS HINGES 


HIGHEST 


QUALITY DOOR HANDLES & PULLS 


e 
. 
J 
. 
a 
se 
FASTEST ® DOOR KNOCKERS 
*® DOOR STOPS & HOLDERS 
© DRAWER HANDLES & PULLS 
© GLASS PARTITION POSTS 
BEST © KICK PLATES 
© LETTER DROPS 
® METAL THRESHOLDS 


VALUE! 
S PARKER HARDWARE MFG. CORP. 23-27 LuDLOW ST. © NEW YORK 2, N. Y. © Phone WAlker 5-6300 
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WRITE FOR CATALOG 





Your 
customers 
will be 
asking 








for... 


TWICE-DIPPED in Molten Zinc! 


A 


THERE’S NOTHING LIKE ’EM! 


Vv WON'T RUST, STAIN, OR STREAK! 


Vv HARD STEEL CORE . . . DRIVE 
BETTER .. . HOLD TIGHT! 


V¥ STRONGER THAN ALUMINUM... 
COST ABOUT 1/3 LESS! 


oe rs > 
_ 


Insulating Siding 
Catalog No. $245 


icrvsnusaacacesenon tn nena tiie 


Asbestos Siding 
Catalog No. $214A 


—sae (i A ee 
Catalog No. $235A MORE PROFIT! 


It’s easier to make money selling Maze 
quality nails . . . Attractive Dealer 
Prices! The STORMGUARD line is backed 
by advertising to reach more customers 
for you—builders, carpenters, siding 
ond roofing applicators. 


FOR ALL EXTERIOR WORKI 
@ ROOFING @ SIDING @ TRIM 
From Coast-To-Coast, STORMGUARD 
nails assure positive All-Weather and 

Solt-Air protection! 








Wood Siding 
Catalog No. $206A 


Metal Roofing 
Catalog No. R134S 





Asphalt Roofing 
Catalog No. RIO04A 


A TYPE FOR EVERY NEED... Anchor, 
READY-PACKED FOR DIS- Spiral, Barbed, Plain Shanks .. . also 
PLAY ... 5-lb. Cartons & Colored Siding Nails—11 stock colors 
50-lb. Bulk Cartons. «+ Full Range of Sizes! 


WRITE FOR FREE HANDBOOK AND SAMPLES 





| NAME 


| FIRM 





| SIRES... 





CITY. 





W. H. MAZE COMPANY 


PERU 7, ILLINOIS @ PERU 298 
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PRODUCT SHOWROOM is available for use by dealers and their 
customers. Distribution is exclusively through the lumber dealer. 
Double-hung wood windows, called Air Seal, are manufactured 
in the Richmond headquarters and several branches. 


materials dealers. We believe this policy has not only 
contributed to our success, but it also has contributed 
to the success of both our manufacturers and our 
retailers.” 

As it has periodically for the past 46 years, Bins- 
wanger early in 1956 reiterated its distribution policy 
in a series of three letters to building materials re- 
tailers. Quotations from the letters tell the Bins- 
wanger policy story: 

“Binswanger & Co. considers its position in the 
millwork and building materials distribution system 
to be that of a wholesaler. Our policy is to sell mill- 
work and building materials only to qualified dealers. 
As a wholesaler, we will refrain from sales to con- 
sumers or contractors, considering all such sales to 
be properly the function of a dealer. Every member 
of the Binswanger organization pledges his constant 
effort to the 100% fulfillment of this basic operating 
policy. 

“Our dealers now and in the future are invited 
to draw to our attention any account which may be 
questioned; and we assure you that any such account 
will be thoroughly investigated by us and proper ac- 
tion taken should the facts reveal that it is not en- 
titled to purchase from us as a qualified dealer.” 


Policy approved. The soundness of Binswanger’s 
distribution policy is proven by increasing sales and 
by the letters of approval from both dealers and man- 
ufacturers that pour into the company’s offices. On 
receiving the policy letters, one dealer wrote: 

“Your company’s statement shows how clearly 
you are trying to protect the dealer and to channel 
all products through their proper courses from manu- 
facturer to consumer. Your policy should be a guide 
for all wholesalers to follow. We sincerely hope 
others will take up the banner of business ethics 
which you are carrying forward.” 

A manufacturer commented: 

“We heartily approve the stand you have taken. 
This parallels the position we have taken as a manu- 
facturer serving the jobbing trade. We recognize 
that a jobber performs a service important to both 
the manufacturer and the dealer and we will not by- 
pass him.” 
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SCIENTIFIC BOOKKEEPING system is built around an IBM 
punch card unit. Perpetual inventory is maintained at head- 
quarters and all branch warehouses. 





Best dealer aid: salesman. “When all is said and 
done in the realm of furnishing genuine assistance 
to retail building materials dealers,” says Joe, “we 
believe that the wholesaler’s salesman is the most 
important factor. The salesman is the person on the 
firing line; he calls on individual dealers weekly; if 
the salesman is all he should be, he is in position to 
assist his dealer customers to an almost immeasur- 
able extent. 

“Because we recognize the importance of the sales- 
man in effecting success for the dealer, the manufac- 
turer and ourselves as well, we strive to hire the best 
men and train them as completely as we can.” 


Finding the salesman. About seven years ago, 
Binswanger & Co. hired an industrial consulting firm 
to administer personality and aptitude tests to all 
executives and salesmen. Results of the tests taken 
by the company’s best salesmen were averaged and 
translated into a master sheet. Now, all applicants 
for sales positions at Binswanger take a similar se- 
ries of tests and results are compared to the master 
sheet before the applicant is considered for a sales 
job. 

“We feel we are three times better off as a result 
of testing applicants,” says Joe. “We have been hir- 
ing better men, sales have gone up, and we have had 
less employe turnover.” 


The industrial consulting firm normally charges 
about $15 for a series of examinations for job ap- 
plicants. “This is a negligible sum,” says Joe, “when 
you consider what the mistake of hiring the wrong 
man costs a wholesaling organization.” 


What salesman needs. “Generally speaking,” says 
Joe, “a good salesman for us must have sales energy, 
sales ambition and he must be a hard worker. The 
man also must have imagination; he must be able to 
talk to customers on an equal plane. He must be loyal 
to the company and he must have an earnest desire to 
be of real service to our customers. He must be wel] 
trained to know his products.” 


Salesmen's training. Salesmen at Binswanger & 
Co. participate in an almost continuous training pro- 
gram. The men are frequently moved from depart- 

(continued on next page) 
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courtesy California Redwood Association 






































It’s MODERN..it’s BEAUTIFUL. .it’s 





Today’s architects and designers are creating new ways 
of using wood with dramatic effect. The raised-deck 
patio paving above is an excellent example. It is made 
of California Redwood — Heart grade being used in 
contact with the ground, and Construction grade 
for decking. 


MR. RETAILER: Your National-American Lumber 
Wholesaler stands ready to supply you with the proper 
species and grades for modern design. He can help 
you build a reputation as an outstanding, up-to-date 
distributor in your community. 


MR. MANUFACTURER: The “men behind the seal” 
help you to keep abreast of new markets. They can 
help you sell your production faster and to better 
advantage. It pays to use their services because: 


TIMES ARE CONSTANTLY CHANGING...THE 
MEN BEHIND THE SEAL KEEP UP TO DATE 


National-American 


WHOLESALE 


Lumber Association 


41 East 42nd Street, New York 17, N. Y. 
1111 Yeon Building, Portland 4, Ore. 
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PRINTING AND MAILING ROOM is fully equipped to make 


regular mailings to dealers about new products and sales trends. 


ment to department in their early training to allow 
them to acquire a rounded sales knowledge. At the 
branch offices, the salesmen attend regular sales meet- 
ings which frequently are led by expert manufactur- 
ers’ representatives. 

Once each year, the firm brings all executives, 
branch managers and salesmen together for a com- 
pany sales convention. 

About five years ago, the firm began conducting 
the annual sales meetings on a theme basis. One year, 
the theme of the meeting was a political convention 
—and all salesmen were considered delegates; an- 
other year, the College of Product Knowledge was 
the theme; still another year, the meeting was built 
around an Indian theme. 


“Utilization of a theme allows us to present almost 
anything we have to say to salesmen in a highly in- 
teresting manner,” says Joe. “The meeting with a 
theme captures and holds the participants’ interest 
much better than an ordinary meeting, and salesmen 
will retain what they learn longer because of the 
pleasant association. Even in a matter of years, after 
a salesman has forgotten the details of a meeting, 
he will remember the theme and the enthusiastic tone 
of the meeting.” 


Direct dealer services. Binswanger sales person- 
nel often conduct sales meetings for dealer salesmen. 
They also arrange product meetings by manufactur- 
ers for dealer organizations; go out on sales calls 
with dealer salesmen; make calls and sales to indus- 
try, contractors, businesses and homeowners, which 
are channeled through the dealer; help dealers set 
up special product displays; and arrange special pro- 
motions and advertising campaigns. 

The division of the company that engages in sales 
and erection of store fronts also assists dealers in 
matters of showroom construction and modernization. 


Other dealer services rendered by the company 
include: 


® Weekly or bi-weekly sales calls. 
¢ Fleet of van-type trucks for regular deliveries. 


e Sufficient warehouse locations so no dealer-cus- 
tomer is more than 75-100 miles from a supply center. 
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SALES MEETING THEME is varied from year to year. Human 
interest element helps keep interest at a high peak. 


@ Perpetual inventory system in headquarters and 
each branch location, so dealer inquiries and orders 
can be handled immediately. 


@ Recording device in several branch warehouses 
so dealers can ’phone at any time after regular busi- 
ness hours to leave messages and orders. 


e Showroom at each branch warehouse, where 
dealers can bring customers to view millwork and 
building products. 


e Regular dealer mailings about new products and 
sales trends. 


e Free advertising mats, banners and similar ma- 
terials. 


® Dealers product catalogs, which are kept up-to- 
date and revised as needed. 


Officers of Binswanger & Co., Inc., eastern division, are: Sam E. 
Binswanger, president; Millard I. Binswanger, executive vice-president ; 
Joseph R. Nadler, vice-president in charge of sales; John S. Linton, 
vice-president; Joseph M. Rubens, Jr., secretary and Dave A. Parker, 
treasurer. Hugh Banner is president of Binswanger of Texas and Mil- 
ton S. Binswanger, Jr., is president of Binswanger of Tennessee. 
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Ask. your independent 
plywood jobber 

how you 

Com, 


ms 
Fee 


eee et eee 
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~— | Profit 


EVANEER —— e 
PLYWOOD- from this 





SVAHEGA~ EXT ~ DFDA> BivGhiziD Ae ~ 


Your Evaneer fir plywood jobber can now pro- of your customers. Take advantage of your 
vide you with the beautiful and practical new independent jobber’s stock, and his merchan- 
line of Evanite hardboard. He can also show dising help, to reap the profit in this pair! 


you the profit potential of both hardboard and 
: F EVANS PRODUCTS COMPANY, DEPT. S-2, PLYMOUTH, MICH. 
fir plywood . . . give you the advantage of his 2 ; 
5 : Plants at Coos Bay, Gold Beach, Corvallis and 
ideas and experience . . . help you tap new and Roseburg, Oregon; Vancouver, B. C. Evans Sales 
perhaps unsuspected markets. Offices: Plymouth, Michigan: New York; Chicago; 
Tampa, Florida; Coos Bay, Oregon. 
Evanite hardboard comes in five interesting 
: $ ‘ Evons is an associate member of the National Plywood Distributors Association 
textures and its applications are many and 
varied. Your independent plywood jobber can ee es ce 
‘ ll -m 
get both Evaneer plywood and Evanite hard- g 
board in the same shipment, giving you the / AYW000 AN MARIBQAND, for uniform quality 
é : : E 
advantage of a wide selection to satisfy all yh N 
. EVANS) 
SV 
5 NEW BLOND EVANITE HARDBOARDS EVANEER AND EVANITE ARE TRADEMARKS OF THE EVANS PRODUCTS COMPANY 


RIB-BORD CORRU-BORD 





SMOOTH-BORD PERF-O-BORD DECA-BORD 


y 


| : i 
re PEPE biel [ 
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It’s new and different... and you will profit 
2 ways with L-O0-F Glass Fibers’ Home Insulation 


2. It reduces your overhead! 


You'll add extra dollars to your profits 
with the money you save on storage space 
and handling costs when you carry L:O-F 
Glass Fibers’ Home Insulation. 


1. It’s easier to sell! 


Builders and contractors are really going 
for L-O-F Glass Fibers’ new Home Insu- 
lation because of the advantages it offers 
to them and their customers. 


@ Superior performance—summer and 
winter. In summer, bedrooms cool off 
much more quickly after sundown than 
those in homes with other types of 
blanket or bulk insulation. In winter, 
home temperatures respond more quick- 
ly to modern thermostatic control 
fuel bills are reduced. 


@ Reflective facing. One of the most effi- 
cient barriers to moisture-vapor travel; 
also turns back radiant heat. 


@ Easier, less expensive to install. L-O-F 
Glass Fibers’ Home Insulation weighs 
only about 1 oz./sq. ft. Permits fast, 
easy one-man installation. Lightweight, 
resilient blanket fits snugly, stays put 
while handy tabs are stapled. 


L‘O°F GLASS FIBERS COMPANY °> 


96 Circle No. 6 on Coupon, page 120. 


@Conserves valuable floor space. Com- 
pressed rolls take less than half the 
room needed for most other insulations. 


@ Takes up less room on trucks. Only three 
to six packages (depending on thickness 
of insulation used) are enough for the 
ceiling of an average home. 


¢ Easier to handle. So lightweight, it packs 
400 sq. ft. of Standard Thick into a 20- 
lb. package. Rolls are easier to store in 
“‘*hard-to-reach”’ lofts . . . easier to load 
and unload on trucks. 


Get immediate delivery on L°O-F Glass 
Fibers’ Home Insulation, in standard 
widths and three thicknesses, from the 
distributor nearest you. For his name, 
write Dept. 58-27. 


TOLEDO 1, OHIO 
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LOW HAULING COSTS COME RIGHT 





FROM THE “HEART” OF A ‘37 CHEVY 


Many of the things that make a 
Chevrolet truck more economical to run are 
se/dom seen by the owner. They’re 
hidden features, deep in the truck’s design. 
Here are just a few of them, to 
prove a Chevy’s engineered better and built 
better for bigger savings! 


1. Forged steel crankshaft—It’s extra sturdy, precision ma- 
chined and balanced, the foundation for dependable, long- 
lasting power! 

2. Aldipped exhaust valves *—Special aluminum treatment on 
valve surface protects valves against pitting; engine wears 
less, costs you less to run! 

3. Hydraulic valve lifters—for longer valve life in V8’s, 
fewer engine repair jobs. 

4. Chevy V8 piston—Thanks to short-stroke V8 engine design, 
this piston travels a shorter distance, wears less. Short-stroke 
efficiency aids fuel economy, too! 


5. Oil-bath air cleaner—standard on all Chevrolet truck 
engines for added protection against dust and foreign matter 
that shorten engine life. 

6. High-capacity oil filters**—They remove dirt particles 
from Chevy engine oil to cut engine wear and maintenance. 
7. Easy-adjust distributor points—You can adjust this new 
Chevy V8 distributor with the engine running; it’s added 
insurance against costly down time. 

8. Multiple fuel filters—For clean fuel, all Chevy engines 
have fuel filters in the carburetor and fuel tank; in addition, 
V8’s provide an extra filter at the carburetor. 

9. Ball-Gear steering mechanism—Inside this steering gear 
scores of polished steel balls virtually eliminate friction. 
Less friction means less wear, less maintenance! 

10. Rugged manual transmission — Synchro- Mesh design 
eliminates the need for double-clutching, reduces costly 
wear. Gears are shot-peened for extra strength. 

11. 12-volt battery—provides sure starting, good ignition, 
long battery life in all Chevrolet trucks. 

And there are many more! See your Chevrolet dealer for all 
the dollar-saving facts. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 

*On Thriftmaster 6, Trademaster V8. 

** Standard on V8’s and Jobmaster, optional on Thriftmaster 6. 


1957 CHEVROLET TASK-FORCE TRUCKS 


PROVED ON THE ALCAN HIGHWAY... CHAMPS OF EVERY WEIGHT CLASS! 


BUILDING PRODUCTS MERCHANDISER 


Circle No. 17 on Coupon, page 120. 





Fir Market Is Shaky; 
Demand Grows for Cedar 


SAN FRANCISCO—The North- 
ern California lumber market is 
still struggling valiantly to emerge 
from the doldrums. Redwood, as a 
whole, remains stable, with upper 
grades firm. There have been no 
noticeable changes in prices since 
September of last year. 

The industry, which could cer- 
tainly use more orders than it has 
been getting as a result of the tight 
money situation and slowdown in 
home building, is using the lull to 
build up adequate inventories for 
the first time since World War II. 


THE LUMBER MARKET 


Home builders, anticipating a 
slower turnover in homes, are 
tending to use quality materials 
and for this redwood spokesmen 
are “most happy”. Low-grade com- 
mon redwood, however, is a “drug 
on the market”. 

In the whitewood market, pon- 
derosa pine #3, common, is the 
favorite right now, with 1x12’s 
dried selling for as high as $90 
delivered in the San Francisco Bay 
Area, an increase of $5 to $8 in the 





will consistently meet 


your most urgent 
plywood demands! 


Lumber dealers know by ex- 
perience that Aetna, with its 
personalized service, is the one 
plywood supplier that they can 
count on for immediate deliv- 
ery of plywoods in any grade, 
type or size. Here’s why: 


WORLD-WIDE SOURCES 


ats careful buying from countless sources and thorough knowl- 
edge of your customers’ needs assure you of a wide selection of 


quality materials. 


RELATED PRODUCTS AND SUPPLIES 


Aetna also carries a complete line of related items including pre- 
finished paneling, flush doors and trim, plastic laminates and 


many other products. 


STRATEGICALLY LOCATED WAREHOUSES 


Take advantage of Aetna’s eight convenient warehouses. Aetna’s 
services are at your command including those of its engineering 
department for all technical applications. 





Aetna PLYWOOD AND VENEER CO. 


1731 Elston Avenue @ 


Chicago 22, Illinois 


y=. 


© Phone ARmitage 6-7100 


BRANCHES: 
Peoria, Mlinois, 301 Rock Island Avenve @ Rockford, Illinois, (Camp Grant) Bidg. 1610— Warehouse Road 





lis, Indi 1111 East 17 st. 


Pp 


Detroit, Michigan, _ Woodrow Wilson 


Grand Rapids, Michigan, 825 Buchanan S. 


MILWAUKEE PLYWOOD COMPANY 
1227 West Bruce Street @ Milwaukee, Wisconsin @ Phone: Mitchell 5-7000 
BRANCH: 
Wausau, Wisconsin, 1217 South 3rd Avenue 
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last 30 to 40 days. Number 2 and 
better, while reasonably strong, is 
not so popular and #4 and#5, com- 
mon, are in relatively short supply 
because of adverse weather. 

The fir market is shaky, prices 
being “what the mills can get”. 
Prices vary two or three dollars a 
thousand. Some mills are planning 
to close down entirely until the 
market strengthens. The price on 
logs has not followed the general 
downward trend and mills are not 
willing to buy high and sell low. 
Fir studs, utility grade, are selling 
for $73 in the Bay Area and 2x4’s 
standard, for $82. 

There is a definite increase in 
demand for California incense ce- 
dar for paneling and other inte- 
rior work and this wood, in limited 
supply, is in very short supply 
now. There has also been an in- 
crease in offerings of Western red 
cedar from mills in Washington 
and Oregon. 


Tacoma Prices Firm; 
St. Regis Plans Merger 


TACOMA—Although there has 
been no unusual activity to stimu- 
late the market, situations are 
fairly good for this time of year. 
Prices for standard items appear 
to be holding slight gains. Local 
construction and mill production 
have been slowed by snow and low 
temperatures during the past two 
weeks. There’s no indication of 
improved weather conditions. 

The most recent development on 
the local front is the announce- 
ment of negotiations for the pur- 
chase of St. Paul & Tacoma Lum- 
ber Co. by St. Regis Paper Co. 
E. G. Griggs, II, president of St. 
Paul & Tacoma, says negotiations 
relative to the proposed reorgan- 
ization plan have been in progress 
for some time. 

“The transaction,” he said, 
“would involve only an exchange 
of common stock.” There will be 
no change in the operations of the 
lumber company. 

However, no definite arrange- 
ments have been made yet. Under 
the stock trade, St. Paul & Tacoma 
would become a division of St. 
Regis, but would retain its name. 

The U. S. Forest Service an- 
nounces 3,880,000 feet of timber 
on two Olympic National Forest 
tracts will be sold at public auc- 
tion Feb. 21. The bulk of the 
timber, 3,400,000 feet of Douglas 
fir, white pine, hemlock and other 
species is located in the Bonidu 
Creek salvage area. The remaining 
480,000 feet of Douglas fir, white 
pine, red cedar, hemlock and sil- 
ver fir is located in the Bear Creek 
relog area. 
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Waterborne receipts this week 
included 1,050,000 feet of Philip- 
pine mahogany from Japan. Two 
bargeloads of Alaska spruce ar- 
rived from Alaska. 


Prices Soften; Building 
Slumps in Kansas City 


KANSAS CITY — A definitely 
pessimistic view was expressed by 
lumber operators in this area last 
week, as prices softened and it be- 
came difficult to evaluate the mar- 
ket. Very little business was avail- 
able and there was a scramble on 
the part of some mills to sell what 
they could. Prices were $1 to $5 a 
thousand board feet under the lists 
quoted by the majors. As explained 
by one of the leading producers in 
the area, “the market, for the first 
time in more than a year, is strictly 
one in which a buyer who wants to 
shop can just about name his 
price.” 

Price lists, as issued by the com- 
panies, do not reflect the real mar- 
ket. For instance, one mill quoted 
No. 2 air-dried boards at $83 in its 
list, but was accepting orders at 
$80. Building has slowed down per- 
ceptibly in the area, mostly due to 
the weather. It has been raining 
steadily in the south and in the 
northern end of the _ territory 
snows, sleet and zero temperatures 
have hobbled new construction. 
There is very little air-dried stock 
in the hands of mills and orders 
have been lost because immediate 
shipment could not be made. 

Lumbermen look for prices to 
stabilize as soon as the weather 
changes. For one thing, production 
has been curtailed and there is not 
great amount of inventory which 
would be a weight on price lists. 
Mills already have cut back pro- 
duction because the log supply has 
dwindled and crews cannot get 
into the forests. 


IA 


SALES TRAINING 
for 
YOUR EMPLOYES 


One of the best methods is to show 
them the many fine motion pictures 
prepared for this industry. We have 
just printed a list of 130 films which 
makes selection organized, efficient. 
Every late movie from “ABC’s of Deco- 
rating” to “Woodworking Tools” is 
covered and fully described. Send in 
for your copy today, the price is just 
50¢. American Lumberman, Inc., 139 


N. Clark, Chicago 3, Ill. 


HTT 
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Shortages May Thaw 
Frozen Seattle Market 


SEATTLE — Both production 
and consuming areas for lumber 
products have been fighting an 
extensive cold spell, but in spite 
of this, demand is so light it is 
difficult to determine the market. 
“You have to buy to find out,” is 
a common expression. 

Probably, the best advice is to 
offer pre-Christmas figures. Most 
traders say prices are unchanged 
and likely to advance in the faces 
of shortages which may develop. 

Puget Sound, British Columbia 
and Oregon have the lowest tem- 


__ OPENING _ 
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the 


DOORS 


on 


Greater 
PROFIT 


Ask any Mohawk jobber or retailer . . 
flush door business is on the upswing since he started to sell 
Mohawk. And he has good reason: He sells famous Mohawk 
quality . . . He benefits from many Mohawk “extras” in serv- 
ice .. . He has the ONLY fully complete door line . . 
takes advantage of strong Mohawk advertising and sales pro- 
motion, Why not join him? 
WRITE THE REGIONAL OFFICE NEAREST YOU: 
Learn right now how you can 


Make More with Mohawk!” 


peratures since 1950. Lumber piles 
have frozen and 4” to 8” of snow 
has snarled transportation at lum- 
ber and plywood mills. Shingle 
mills are especially hard hit be- 
cause of their location in heavy- 
snow areas in the interior. Trans- 
its are being snapped up because 
of weather emergencies. The At- 
lantic coast is reported short of 
lumber. 

It looks like a good export year: 
Japan is buying more scrap iron; 
India has increased wheat pur- 
chases. Korea suddenly stopped 
buying lumber, but it appears 
other nations will step up lumber 
purchases. 


. 3 
’ 


























THOUSANDS OF JOBBERS AND RETAILERS SAY: 
“Make More with Mohawk!” 


. he'll tell you that his 


. He 


Ewing Aye S« od indiana 


an 
4 ‘\y Mohawk FiusH Doors 
bie 
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nd St Sunbury, Peonsylvania 
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This Curtis consumer advertisement—the first of our 1957 series—appears in: 
American Home—March House Beautiful—March House Beautiful’s Building Manual—Spring 
Better Homes & Gardens—March Living for Young Homemakers— May House Beautiful’s Book of Plans—Spring 
House & Garden— April New Homes Guide—Spring House & Garden’s Book of Building—Spring 


Which of these homes 
_expresses the real YOU? 


Do you prefer 
comfortable 
CASUAL? 





Do you choose the 
elegance of 
TRADITIONAL? 


These Curtis Silentite double- 
hung windows can satisfy 
your preference for classic 
dignity, yet are superbly up to 
date in their operating case 
and weather-tightness. The 
beautifully proportioned 
Curtis panel door is made like 
fine furniture...is one of sev- 
era! Curtis styles. Curtis gives 
you a wide choice of designs. 


Do you yearn 
for dramatic 
MODERN? 


Strike the note of tomorrow 
with Curtis Convertible win- 
dows. You can use them as 
fixed sash, awning sash, hop- 
per sash or casements. 

“stack” them to fill any wall 
area. The door is a Curtis New 
Londoner, noted for beautiful 
grain patterns and unusual 
Strength. It's fun to choose 
from the broad Curtis line! 


CurnS 


WOODWORK 





WINDOWS —DOORS—-WOOODOWORK—TO MAKE YOuR HOME DIiPFERENT 





All Curtis Woodwork is fully guaran- 
teed—your assurance of lasting 
value. Curtis windows, doors and ii ihe idiom dare 
woodwork ore sold by lumber deal- for colorful Dediues 
ers in most ports of the country. Ask window idee book. 

your Curtis dealer to show you the 
Curtis WINDOW AND DOOR SELEC- 
TOR that makes if so easy to choose 
your doors, windows ond other 
woodwork of quality and distinction. 


Curtis Companies Service Burecu 

200 Curtis Building, Clinton, lowe 

Please send me your free bookie! showing the many different 
types of Curtis windows. 
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An important new trend has developed among Americans who build or buy homes. 
It is the desire to have homes that are different —individual—not “look-alikes.” 
That trend can bring increased profits to every dealer who sells Curtis windows, 

doors, kitchens and other woodwork. 

Today, Curtis capitalizes on this trend toward woodwork variety in advertise- 
ments like the one at the left, reaching millions of prospective customers. Only 

Curtis can use this approach—and only you, the dealer, can profit by it. 


Here’s why: 


1. Curtis today offers the most complete line of windows, doors, kitchens and 
woodwork available from any millwork manufacturer. This means that Curtis 


Woodwork fits every type of house, every taste. 


2. Curtis has added a complete new window line—Style-Trend 
removable, truly weather-tight windows—priced for the modest 
building budget. There are new Style-Trend doors, too. 


. Curtis Silentite windows...Curtis New Londoner flush doors... 
Curtis kitchens...plus a complete line of panel doors and other 
woodwork... have established Curtis as a leader. 





. Curtis provides trade-marked and guaranteed doors, windows 
and woodwork to provide positive identification by the owner. 


. Curtis 1957 extensive program of national advertising is de- 
signed to sell you, the dealer, as headquarters for Curtis prod- 
ucts. All Curtis advertising urges the reader to “‘see his lumber 
and woodwork dealer.”’ 


. In addition, Curtis today offers you new, proved and easier 
ways to sell Curtis Woodwork in your own store or yard. 


We invite you to get all the facts about the 1957 Curtis advertising and promotion. We 
believe you will find the effort very much worth while. Write or phone us, or talk with 
your Curtis sales representative soon. 


CURTIS 


WOODWORK heart of the home 


CURTIS COMPANIES INCORPORATED, Clinton, lowa 


Clinton, lowa e Wausau, Wis. @ Chicago, Ill. ¢ Sioux City, lowa @ Lincoln, Nebr. 
Topeka, Kan. e Minneapolis, Minn. ¢ New London, Wis. @ Oconto, Wis. @ Scranton, Pa. 
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WON'T SHRINK 


This modern plastic in 

W ATE R powder form makes 
lasting repairs in tile, 

p TTY wood or plaster. Pays 
dealers a bigger profit. 

WILL NOT SHRINK SELLS BETTER because 


| it WORKS BETTER. 
STICKS AND STAYS oi a : 
i) 





WS 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
i year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 

ives you by far the 

est profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty , te not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Circle No. 83 on Coupon, page 120. 


HELP YOUR HEART FUND 


ms 


HELP YOUR HEART 


Were’s the one thar 











The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR WESTERN PINES 

Vertical Grain Flooring Ponderosa Pine 

B&Btr. ‘ 5/4 RW 
Selects 


. and 

Flat Grain Flooring ORB ee 75.00. 780-00 805.00 
\x4 35 30.00 85.00 OME Rt ark roan sure .00 240.00 250.00 
1x6 65.00 145.00 100.00 Shop, S2S: 

Drop Siding No. | No.2 
sry ag ml “— «RS Se aie ene trees: ee 
3 ome ten pea he . ase :. pasado soséewsese tame ttGz0 

Be ae ; ; : Commons, $2 or 4S 

Ceiling No.3 No.4 
5ex4 ‘ 20.00 ; Ly del | Se 72.00 65.00 
rigs pe 30.00 5.00 § 74.00 65.00 

Idaho White Pine 
Boards and Shiplap and 2" (Green) Selects $2 or 4S 
x6 1x8 12 1x4 1x8 
Construction .....89.00 59.00 1. 500 C&Btr, RL .......285.00 290.00 
Standard .........53.00 51.00 55.00 62 210.00 
Utility ............46.00 8.0 8.0 Commons, S2 or 4S 


Construction Dimension Ix 6 
1x12 
9 ; Sugar Pine 
- : Selects $2 or 4S 
2x10 ; Of { 3. CR&Btr 
. UM : 3 Ut. eee 


2x12 


Shop, $28: 





OAK FLOORING 


Hx2, Hxl'h x2 axi'h 
White ...........175.00 160.00 172.00 157.00 
Red ... 95.00 180.00 72.00 157.00 
Sel Plain 
White . 0.00 50.00 162.00 147.00 
Red .. 5.00 68.00 162.00 147.00 
#1 } 
RED CEDAR SHINGLES are iia 
vv 132 av. 
Royals Ree. cc avnt. 135.0( 120.00 
; “a 4/ F 
" al an #2 Com. 
24" 4/2 Plain White & Red j 50.00 
Perfections +! Com. & Btr. 
No. | 1g" Shorts 
No. 2 18" ‘4 
No. 3 18" 
XXXXX 


Clear Plain 





8s 


w 
wou 
Sn 
mow 





16" 
16" 
16" 


wnoe 
Sinn 


ARF 


SOUTHERN PINE 


Vertical Grain Flooring 


ans 
8aS 


B&Btr. 
225.00 





WESTERN RED CEDAR 170.00 


Ph 2 wg Fron siding in mixed cars, new 175.00 
undling 5° to 18° are: ion 
Beveled Siding, '/2 inch Drop Siding 
pe 1x6 #106 + 191.00 
Ix #II6 ... 


Boards & Shiplap 


383% 


Vy by 6 inch.... 
fs by 8 inch 


Clear Bungalow Siding, % Inch. 


No. 
°. 


838 
B33z 


Finish, B and Btr. $2 or 4S, 
6' to 16" or rough 

See 

Ix!0 ‘ 

ce cus tena «neha se 
Ceiling or Flooring, B and Btr. 
3' to 16° or longer 


HOWWD> 
SS=33 SH2ESo Sassdy 
88888 88888 88883 


88888 88383 ~ 


noses 


S 
125.00 ‘ : 88.00 
145.00 ; 00 100.00 
99.00 


BaeSs 


Discount on mouldings 6' to 20' odd lengths 
Series 8,000— 

Listing under 2.00—list plus 35 per cent 

Listing 2.00 and over—list plus 40 per cent 
Clear _. te x 1%4"—5' to 18° 

100 lin. ft 


SN 
o=s=we 
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REDWOOD 


Bevel Siding 

Yox 4 V.G. Clear All Heart 

Yox 6 V.G. Clear All Heart 

g Clear All Heart 

. Clear All Heart 

. Clear All Heart 
. Clear All Heart 
Clear All Heart.... 
Clear All Heart........... 
Clear All Heart............ 
Clear All Heart 

Note: A grade V.G. Redwood Siding $5.00 less 
for 2, ¥% and % in above sizes. 


Finish 


S<X<<<<< 
DO0ODOOO 


Ix 4 Clear Heart S4S 

Ix 6 Clear Heart S4S 

Ix 8 Clear Heart S4S 

1x!0 Clear Heart S4S........ 
Ix!2 Clear Heart S4S.... 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. 


Flat Grain Flooring 


Drop Siding 
1x6 (Pat 06 
1x6 


Ceiling 


Boards and Shiplap and 2" 
1x6 
Construction . 72.00 


58.00 


Construction Dimension 
12" 14’ 
76.00 76.00 


7190 
73.00 0 
73.00 75.0 


7190 
71.00 


Utility Dimension r/I only 





ENGELMANN SPRUCE 


Boards and Shiplap (Dry) 


Ix x8 1x10 1x12 
No. 2 and Btr....107.00 112.00 103.00 113.00 
No. 3 es 79,00 83.00 1.00 83.00 


No. | Dimension 

12’ 14 16’ i 20' 

74,00 74.00 74.00 74.00 

74.00 74.00 74.00 78.00 

78.00 76.00 76.00 76.00 

77.00 78.00 77.00 0 77.00 

76.00 76.00 76.00 8.0 78.00 

No. 2 Dimension 

12" 14" 16' 20° 

2x 4 68.00 68.00 68.00 68.00 68.00 

2x 6 66.00 66.00 66.00 72.00 70.00 

2x 8 73.00 72.00 70.00 70.00 70.00 

2x!0 71.00 73.00 71.00 71.00 71.00 

2x12 70.00 70.00 70.00 72.00 72.00 

Mills are now grading boards No. 2 and 3 

common. Mills do not grade No. 3 dimension 
as in fir. 
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EYE APPEAL 
BUY APPEAL 


BORDER 
BARBEQUE FENCING 


SETS 





GARDEN 
TRELLISES 


‘a 


ROLL 


UMBRELLA 
FENCE 


TABLES 


FA 
BARBEQUE TRELLISES 





MUTE 


aL, 


CAPTAIN'S FLARED 


CHAIR TRELLISES PERGOLAS 


FENCING 





® CHILDREN’S 


EXPANSION 


GARDEN ARCHES = gpeiuices 


FENCING 








i, nS ONCORD 


ILLINOIS ¢ 
coumbus “= WOODWORKING COMPANY 


10 Beharrell St., West Concord, Mass. 
1399 Holly Avenue, Columbus 8, Ohio 
21 West Taylor St., Chicago 5, Illinois 


KEY SHIPPING 
FREE CATALOG — Mail C 
Tr CONCORD WOODWORKING CO. 


PROMPT DELIVERY Please send price lists and catalogs: 
LOWER FREIGHT | co™PanY 


Attention of 


Circle No. 41 on Coupon, page 120. 





NEW Bade) 





LAWN & GARDEN 


(begins on page 50) 





structed for capacity and service. Can- 
opy is plastic-coated fabric; the top is 
green and the flaps are red and white 
stripes. The playbox occupies ground 
space of 46” x 72” and is 43” high 
overall. Goshen Mfg. Co., Dept. AL, 
Goshen, Ind. 
Circle No. 214 on Coupon, page 120. 





Garden Tool Department 

Now in its fourth big year, the new 
1957 Gardex Garden-diser holds more 
tools—over 12 dozen—yet requires less 
floor space, only 31” x 48”. Descriptive 
price cards of all tools, sturdier all- 
steel construction, easy-rolling wheels 
make the Garden-diser a complete 
garden tool department anywhere in 
the store or as an outside sidewalk 
merchandiser. New Self-Liquidating 
plan pays entire cost of display. 
Gardex, Inc., Dept. AL, 514 N. Car- 
roll, Michigan City 1, Ind. 

Circle No. 215 on Coupon, page 120, 


"Suburban" Roto-Clipper 


Designed for any size lawn, the 
floating action, reversible chrome han- 
dle and side clipping discharge of the 
Suburban afford the last word in lux- 
ury. It has a 22” cut and is available 
with either a Clinton 2% hp or Briggs 
& Stratton 2% hp engine with recoil 
starter. The Suburban features low- 
cost Speed Blades, which can _ be 


104 


changed in a few minutes. Optional 

leaf mulcher is easily attached. Falls 

Products, Inc., Dept. AL, Genoa, III. 
Circle No. 216 on Coupon, page 120. 


Trellises, Arbors and Fences 


A set of three decorative and color- 
ful window streamers to spark greater 
sales of Concord trellises, arbors and 
fences is available. Also offered is a 
pamphlet, entitled Woodwork Displays, 
which discusses in detail the finer 
points of selling lawn and garden prod- 
ucts and is specifically designed to aid 
salespeople in the garden shop. Ad 
mats and copy are also available. Con- 
cord Woodworking Co., Inc., Dept. AL, 
10 Beharrel St., West Concord, Mass. 


Cirele No. 217 on Coupon, page 120. 


Rotary Tiller 

Economy-priced Junior Mustang ro- 
tary tiller features use of Select-O- 
Width tines that permit varying tilling 


swath to row widths from 12” to 36”. 
Other features include perfected bal- 
ance for easy handling, automotive 
cone-type clutch and clutch and 
throttle controls located convenient to 
handle grips. Bolens Products Div., 
Food Machinery and Chemical Corp., 
Dept. AL, Port Washington, Wis. 
Circle No. 218 on Coupon, page 120, 


Green 
Thumb 


Junior 





Designed to supply the growing 
market for real working tools for 
youngsters, a rake-hoe-shovel set is 
packaged in a tool shed carton, with a 
hand-hold in the top. The pyramid- 
shaped carton makes a self-displaying 
pack, which stands without support. 
Green Thumb Juniors are strongly 
made, one-piece steel forgings with 
ash handles, just like big tools except 
in size. Adults like them, too, for light 
floral gardening. The Union Fork & 
Hoe Co., Dept. AL, 500 Dublin Ave., 
Columbus, Ohio. 

Circle No, 219 on Coupon, page 120. 
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Appeal of Roses 

The universal appeal of roses is 
building bigger traffic and profits for 
lumber dealers who have discovered 
roses are available in attractive, easy- 
to-handle packages. To further pro- 
mote self-service, the package labels 
carry a full-color picture plus planting 
instructions. C. R. Burr & Co., one of 
the original growers to provide plants 
in packages, now offers plans for a 
wooden rack stand, which will hold 
64 packaged roses on top and the same 
number in the reserve space below. 
C. R. Burr & Co., Inc., Dept. AL, Man- 
chester, Conn. 

Circle No. 220 on Coupon, page 120, 


Homemaker's Plank 


Up-and-down climbing and frequent 
ladder moving are reduced to a mini- 
mum with the Homemaker’s Plank, 


(continued on page 106) 
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CONSTRUCTION FEATURES 
MEAN SALES ADVANTAGES 


B&C combine LOW PRICE, FULL RANGE OF SIZES and HIGH 
STRENGTH DUCTILE IRON for profitable quality advantages that 
are hard to beat. 


B&C DUCTILE IRON 
CARRIAGE CLAMPS 8 Sizes— 


1°’ to 8°’ cap. 
1Ye‘' to 4°’ 
throat depths 
ge wee 
come in Malle- 
able only) 

Ll ¢ Sree 
3°* are BRIGHT 
NICKEL PLATE 


* “rocking” pads B&C DUCTILE IRON 


EXTRA DEEP CLAMPS 


for tight, safe 
clamping. 


* vise type handles 7 give, 
assure easy, posi- j., os Oe: 
tive operation. 3°’ to 5‘ throat 

depth 

COMPARE B&C CLAMPS FOR 

PRICE and QUALITY. GET THE 

FACTS .. . SEE YOUR JOBBER. 


me BRINK & COTTON mec. co. 


63 POLAND STREET « BRIDGEPORT, CONN. 





sennntiOn STO 
¢g ADE MARK REGISTERED 
me 


made from 
select Ponderosa 
Pine, toxic and 
water repellent 


treated for 
extra wear... 


* Beautiful, Practical, 
can be painted in 
two tone colors to 
match or harmon- 
ize with any color 
scheme you choose 





The Sure-Grip 
Protecto-Plate 


PB, 17 . 
4 i @ )))\ 

with the <a) 
Easy Change (I! 
Locking Device i Ps 


TRADE MARK REG 


THE COMBINATION DOOR CO. 
FOND DU LAC, WISCONSIN 


Circle No. 43 on Coupon, page 120. 


Look for the 
EASY-CHANGE trademark 
| branded on the edge 








of each door. 





eeefor further particulars ask your 
Sash and Door Distributor or write - 


BUILDING PRODUCTS MERCHANDISER 














The finest in 7 


glass... 


The finest in 
REDWOOD 


NOYO REDWOOD is 
backed by three-quarters 
of a century's experience 
of Union Lumber 
Company, dedicated to 
a policy of perpetual 
timber supply, finest 
workmanship, and 
satished customers. 
When Redwood 
specifications call for 
the finest — 


Certified Dry 
Vertical Grain 
Precision Milled 


— Make sure your order 
goes to Union Lumber 
Company with 
completely modernized 
mills and equipment. 
MIXED CARS 

Careful, efficient 
handling of your order— 
service that keeps true 
“once a Noyo Dealer — 
always.” 


Union LumBer COMPANY 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 


SALES REPRESENTATIVES New York 


THROUGHOUT THE NATION 
Member California Redwood Association 


Circle No. 44 on Coupon, page 120 
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(begins on page 104) 





saving time and effort and providing 
free access to work. This compact 
little plank, four feet long when closed, 
extends to almost seven feet. The 
light weight and free action telescop- 
ing make handling easy. It’s built for 
sure, level footing. The Goshen Mfg. 
Co., Ine., Dept. AL, Goshen, Ind. 
Circle No. 221 on Coupon, page 120. 














Plastic Wall Covering 

A moderately priced, 3-dimensional 
vinyl wall covering, Contempo simu- 
lates the authentic brick patterns and 
textures so popular in contemporary 
decoration. Sold as a companion line 
to Decro-Wall, Contempo is said to 
have easy washability, grease, stain 
and fire resistance, insulation and 
sound-proofing qualities, as well as an 
exclusive interlocking feature. Simple 
to install, Contempo is available in 
two popular patterns, Dutch Brick and 
Roman Brick. Each is offered in four 
pastel decorator colors: pink, tur- 
quoise, beige and white. Contempo dis- 
play units (pictured above) consist of 
full size panels of the product with 
identification and descriptive text em- 
bossed; panels are easeled for counter 
and window display use. The Decro- 
Wall Corp., Dept. AL, 901 Nepperhan 
Ave., Yonkers, N. Y. 

Circle No. 222 on Coupon, page 120. 


Modern Door Chimes 


A new line of compact modern door 
chimes with satin finish natural wood 
cases is announced. These new chimes 
provide one note, two note and con- 
tinuous signals. The use of natural 
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wood with hand-rubbed finish provides 
an attractive decor by bringing out 
the delicate grain and beauty of limed 
oak and frosted walnut. Each chime 
is enhanced by a musical decorative 
motif formed of satin finish brass. 
These chimes are supplied in a trans- 
parent window package. Edwards Co., 
Inc., Dept. AL, 90 Connecticut Ave., 
Norwalk, Conn. 
Circle No. 223 on Coupon, page 120. 


Load-Bearing Trapezoids 


Unusual and striking home designs 
are now being made possible at lower 
construction costs with the new cathe- 
dral and trapezoid window frames, 
according to the manufacturer. When 
the full load-bearing capacities of 
Fabrow fir frames are utilized, it is 
said, the trapezoid windows not only 
fit dramatically into the pitch of the 
roof, but play a major part in sup- 
porting the roof itself. Load-bearing 
and non-load-bearing frames in both 
awning and casement windows are 
available to fit almost any building 
plan. Fabrow Mfg. Co., Dept. AL, 
7208 Douglas Rd., Toledo, Ohio. 


Circle No. 224 on Coupon, page 120. 
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Lightweight Platform & Hoist 
An innovation designed to make the 
most effective use of a ladder is the 
new Munson Lightweight platform 
and hoist. Attached to any standard 
ladder in seconds, the Lightweight 
provides a sturdy working platform, 
3’ x 3’, and with the hoist attachment 
in place, normal construction loads 
can be easily raised to any working 
level. Weighing only 30 pounds, the 
Lightweight is constructed of rust- 
proof magnesium and it is designed 
to fold compactly. Munson Co., Dept. 
AL, 401 Lincoln St., Fenton, Mich. 
Cirele No. 225 on Coupon, page 120. 


Adjustable Doorjack 


A new adjustable doorjack that 
holds wood doors for fitting and hang- 
ing is available. The Freeman door- 
jack is an aluminum casting that folds 
flat for storage. By adjusting two 
wing nuts, the doorjack can be made 
to fit any thickness of door in just 
seconds, says manufacturer. Felt 
cushioning in the channel protects 
doors from scratching. Rubber feet 
hold on any type floor and the door- 
jack is easy to move from place to 
place—there’s nothing to fasten. Free- 
man Doorjack Co., Dept. AL, Box 
666, Painesville, Ohio. 

Circle No. 226 on Coupon, page 120. 


New Thor Speedsaw 

Equipped with a 1% hp universal 
electric motor and a 6%” rotary blade, 
the powerful, economy-priced new 
Speedsaw can cut through 2 x 4 boards 
at angles up to 45°, says manufacturer. 
The motor operates at a speed of 5,400 
rpm on either AC or DC current. Other 
features of the new tool are its light 
weight, ease of handling. Designated 
the No. 450 Speedsaw, it comes 
equipped with combination blade and 
10’ of cable with grounding connector. 
Rip fence is included at no extra cost. 
Thor Power Tool Co., Dept. AL, 175 N. 
State St., Aurora, Ill. 


Circle No. 227 on Coupon, page 120. 


Catch with 30-Pounds Pull 


The new No. 592 Magna Tite mag- 
netic catch features 30-pounds holding 
power and magnetic attraction from 
either side of catch. New and entirely 
different applications and installations 
are made possible by the dual action 
of this new design. Horizontal and 
vertical floating action overcomes in- 
stallation misalignment or door warp- 
age. Screw slots are positioned for 


(continued on page 108) 
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look what VISKING is doing 


to promote 
lumber dealers and 
Women’s Congress Homes 


VISKING Company, pioneer and leader in application of polyethylene 
film to the building industry, will spend $200,000 to promote a 
nation wide contest with a Women’s Congress Home (Design No. 2) 
as first prize. 

Color spreads in Life and Look, minute movies in big drive-ins and 
first run houses, trade ads, window streamers and millions of entry 
blanks in packages of SKINLEss franks, smoked links and luncheon 
meats feature this big prize and direct millions of prospects to 
lumber dealers for information. Make this contest your own by making 
your yard information headquarters. Run free ad mats available 
from your state association. Display reprints of the Life-Look two 
page color ad. Build a Women’s Congress Demonstration Home 
and capture the full value of this big advertising push. 

Ask your association secretary for tie-in material and complete 
information, 


VISKING COMPANY 


Division of Union Carbide and Carbon Corporation 
CHICAGO 38, ILLINOIS IN CANADA: VISKING LIMITED, Linpsay, ONTARIO 


Circle No. 55 on Coupon, page 120 
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easy installation on every type of 
cabinet door. The Engineered Prod- 
ucts Co., Dept. AL, 129 Smith St., 
Flint, Mich. 


Circle No. 228 on Coupon, page 120. 


New Roto-Scraper 

Roto-Scraper is a newly developed 
tool designed to quickly and thorough- 
ly prepare masonry surfaces for re- 
painting. Roto-Scraper is clean, quiet, 
easy to use, weighs only 2% pounds 
and eliminates noisy, expensive, old- 
fashioned methods, it is said. Ideal 
for stucco, brick, stone, concrete 
block, even metal surfaces; also 
scores painted wallpaper for easy re- 
moval, manufacturer states. Average 
family home can be completely Roto- 
Scraped in one day. Roto-Scraper, 
Dept. 14-AL, 2960 W. Valley Blvd., 
Alhambra, Calif. 


Circle No. 229 on Coupon, page 120. 


Low-Cost Lanterns & Posts 


A complete lantern and post pack- 
aged in KD form, made of aluminum 
and priced to reach the budget-minded 
home market, is available. Packaged 
in a small compact merchandise car- 
ton, 37” x 10” x 5”, ready for easy 
assembly, it is ideal for counter sales 
and inventory. When assembled, the 
post section measures 84” in height, 


108 


plus lantern, which adds 15” to over- 
all height. Both modern and conven- 
tional lantern styles are available, 
plus a cast aluminum sign attachment 
for either kit. Hadco Aluminum 
Products Co., Dept. AL, 613 Allegheny 
Ave., Pittsburgh, Penna. 
Circle No. 230 on Coupon, page 120. 


Rolite Basement Windows 


A new complete line of steel base- 
ment and utility windows is an- 
nounced, Primarily used in residential 
basement walls, the new Rolite Win- 
dows permit windows to be stacked 
one on top of another without mullions 
or other parts, making them ideal 
utility windows for areaways, farm 
buildings, garages, etc. The three 
standard size Rolite basement win- 
dows, 32%” x 15”, 32%” x 19” and 
32%” x 23” are constructed of heavy 
gauge steel, provide three-position 
ventilation with removable sash. Rolite 
Mfg., Inc., Dept. AL, Newell and 
Cambria Sts., Lancaster, N. Y. 

Circle No. 231 on Coupon, page 120. 


1957 Line Texboro Cabinets 


Texboro Cabinet Corporation’s 1957 
line of factory-finished wood kitchens 
are custom made to fit builder’s indi- 
vidual kitchen designs. All of the 1957 
Texboro cabinets are fabricated of 
the highest quality hardwood and 
combine the warmth of natural wood 
with the beauty of a variety of pastel 
colors. All cabinet doors are of hollow 
core construction with new modern 
door pulls; oven cabinets and burner 
base units are designed to fit standard 
built-ins. Texboro Cabinet Corp., Dept. 
AL, Post Office Box 48, Mineral Wells, 
Tex. 


Circle No. 232 on Coupon, page 120. 


Contemporary Range Hoods 


A new line of Contemporary Range 
Hoods to compliment its Traditional 
Range Hood is announced by the 
makers of Kitchen-Aire Ventilating 
fans. The new contemporary hoods 
feature graceful flowing lines. Also 
new is a line of splash plates, which 
will match either hood. The new con- 

(continued on page 110) 





trade? 


What is Tenex? 
southern states? 


paints? 


What's Your Answer? 


(Answers on page 114) 


How does an Indiana lumberman cut floor-framing time? 


What selling point is the final clincher, from your customers’ angle, 
in the sale of Certain-Teed’s new Shadow-Cast thick-butt shingles? 


When and where will the 1957 NRLDA exposition be held? 


How many packages of L.O.F. Glass Fibers’ Home Insulation are 
needed for the ceiling of an average home? 


What housing market do builders expect to push this year? 


Where may you obtain weatherstripping kits for the do-it-yourself 


What is a major headache in estimating remodeling jobs? 


Name the 84-year-old wholesale firm, which now serves dealers in 12 


What will enable you to answer your customers’ questions about latex 
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everywhere a MACK goes 
. there are MACK parts 
.-there’s MACK service 


Mack trucks can be serviced through 56 Direct Factory 
Branches and nearly 300 Distributors. 


% parts in a hurry 

% reduced inventory stocks 
% the proper tools for the job 
%* Mack service experts 


To assure you of the ultimate in parts and service— 
no matter what year or model Macks you operate— 
Mack has worked out a smoothly operating program 
for direct action service and supply. 

First, your local MACK DISTRIBUTOR carries 
a carefully balanced stock of parts essential for his 
own local operation. 

Next, the local MACK FACTORY BRANCH 
maintains a full inventory of parts, and stands be- 
hind every distributor for immediate on-call service. 
The branches are fortified by complete parts and 
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accessory inventories maintained in MACK’S 
DIVISIONAL DEPOTS. 

Finally, theres MACK PARTS HEADQUAR- 
TERS—Mack’s huge spare parts center at Somer- 
ville, N. J., with 423,000 sq. ft. of parts—over 60,000 
different items and assemblies, totalling millions in 
number. There is virtually no Mack part that is not 
available through Somerville. Mack Trucks, Inc., 
Plainfield, New Jersey. In Canada: Mack Trucks of 
Canada, Ltd. 





*For emergencies — practically any Mack part in 24 hours! 
The huge inventories and streamlined replacement service of 
the Somerville, N. J. Mack Parts Headquarters stand squarely 
behind every Mack truck ever built. 


MACK 
first name for 


TRUCKS 


Circle No. 45 on Coupon, page 120 
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temporary range hood is available in 
brushed antique copper, brushed cop- 
per and stainless steel. Double in- 
candescent light and switches and an 
aluminum mesh filter are standard 


equipment, Stewart Industries, Inc., 


Dept. AL, 320 E. St. Joseph, Indian- 
apolis, Ind. 
Circle No. 233 on Coupon, page 120. 





Thermo-Master Window 


The new Thermo-Master aluminum 
combination window is of double-track 
design, which provides for storage of 
either screen or sash panel when not 
in use. All-aluminum sections of the 
window are of full thickness. Screen 
panel features 18 x 14 mesh aluminum 
wire cloth. The new window rounds 
out the manufacturer’s aluminum line, 
which was initiated by the introduc- 
tion of the Strong-Lite aluminum 
combination door. F. E. Schumacher 
Co., Dept. AL, Hartville, Ohio. 


Circle No. 234 on Coupon, page 120. 


ALL PURPO: 


Combination Scraper & Cutter 

A new scraper-cutter is made of 
unbreakable pressed steel, simple in 
design, with a _ bright-plated finish. 
This handy new tool has several new 
design features: It uses all types of 
blades—single or double edge; the 
blade can be quickly locked in any 
one of four positions with a wing nut. 
With the blade at the end it can be 
used for end scraping; with the blade 
at the sides it is used for cutting, rip- 
ping seams or side scraping. The 
Bridgeport Hardware Mfg. Corp., 
Dept. AL, Scofield Ave. Ext., Bridge- 
port, Conn. 

Cirele No. 235 on Coupon, page 120. 
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Windout Transforms Windows 


Windout completely transforms old 
wooden double-hung windows into 
easy-to-clean, modern, weatherstripped 
take-out windows. Old-fashioned 
weights and pulleys are removed from 
the double-hung windows and in their 
place goes Windout, Alcoa aluminum 
strips, which hold the window snugly 
in place and also are so flexible that 
the entire window can be easily re- 
moved for cleaning or repair. Easy- 
to-follow installation directions are 
included in every Windout kit. Win- 
seal Mfg. Co., Dept. AL, 418 Common- 
wealth Annex Bldg., Pittsburgh 22, 
Penna. 

Circle No. 236 on Coupon, page 120. 


Awning or Casement Sash 


Called the Sashco Flexatwin, a new 
wood window is easily installed as 
either an awning or a casement sash, 
depending on the way in which it is 
set into the opening. The one basic 
window is complete as_ delivered. 
Many standard and custom sizes are 
available and any multiple-window 
grouping is practicable. The Flexa- 
twin is made of Grade A Vertical 
Grain Douglas fir; all vented sash are 
weatherstripped. Choice of three 
types of hardware is offered: roto 
operator, push bar and pin latch. 
Southern Sash Sales & Supply Co., 
Inc., Dept. AL, Sheffield, Ala. 

Circle No. 237 on Coupon, page 120. 
(continued on page 118) 


More Dealers Than Ever 
are Now Reading 


AMERICAN LUMBERMAN 





New Equipment 


Ford's 1957 Truck Line 

Offering nearly 300 different mod- 
els, the new Ford truck line features 
new Styleside pickup models with 
streamlined load area 25% bigger 
than last year; a new series of six 
tilt-cab transport truck models, which 
are low-priced; a new Ranchero model, 
which combines passenger car styling 
and comfort with all-around pickup 
truck utility; greater payload capaci- 
ties in medium and heavy-duty models, 
and an expanded parcel delivery se- 
ries. Engine power throughout the 
line has been raised an average of 
8%. Hydraulic clutches are a new 
feature, standard for the whole line 
at no added cost. Ford Div., Ford Mo- 
tor Co., Dept. AL, Plymouth & Mid- 
Ng Roads, P.O. Box 638, Dearborn, 
Mich. 


Circle No. 238 on Coupon, page 120. 


Tractor-Mounted End Loaders 


A new line of tractor-mounted front 
end loaders features a new extra- 
strong tubular frame, part of which 
acts ‘as an hydraulic oil reservoir. 
Bucket rams are mounted so that they 
cannot spring and hydraulic piping 
is enclosed in loader arms for protec- 
tion, says manufacturer. The loaders 
have an especially strong pry-out 
action for heavy or frozen loads. They 
can be mounted on most models of low 
silhouette four-wheel industrial trac- 
tors. Superior Equipment Div., Su- 
perior Pipe Specialties Co., Dept. AL, 
P.O. 341, Wheeling, III. 


Circle No. 239 on Coupon, page 120, 


LP-Gas for Hyster Trucks 


LP-Gas fuel systems are available 
for certain Hyster-built industrial 
trucks ranging up to 20,000-pound 
load capacity. These include the Hy- 
ster 20, 30, 40, 50, 60, 70, 80, 150, 160, 
180 and 200 lift trucks on pneumatic 
tires and the Hyster Space Saver 30, 
40, 50 models on cushion tires. Fea- 
tures include increased engine life, 
lower maintenance cost, longer oil and 
oil filter life, minimum fumes for in- 
terior operation and lower fuel cost 
in most areas. Hyster Co., Dept. AL, 
2902 N. E. Clackamas St., Portland 8, 
Ore. 





Circle No. 240 on Coupon, page 120. 
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ESTIMATING... 


SCRIBNER'S ween AND LOG BOOK 

J. M. Scribner .... ‘ .$1.00 
Vest pocket size book giving tubies on sianitind and plank 
measures, round timber reduced to square timber and round 
logs reduced to inch measure by Doyle's Rule, log tally calcu- 
lations, and other information of value to everyone connected 
with the lumber business. 1,950 pages 


SIMPLEX PRICE BOOK 


Pocket size, seieea teat book bios pricing ieakne Columns pro- 
vided to insert the desired piece price under proper size and 
tength. Cut out margin index for quick reference. Complete 
book with margin index and loose leaf cover, $3.25 


LEAVER'S OFFICIAL ESTIMATOR 

James W. Leaver . ua cavenca eee 

A comprehensive eahtontiee a mats comparison tables which 
can be used for quick, accurate results in computing footage 
in all practical variations in sizes of lumber, dimensions and 
timber used in manufacturing millwork, moulding, veneers, 
boxes, doors and other wood specialities 


ESTIMATING CHARTS FOR FARM wines} 
Maim i 
A new, simplified, ee system tor outta Pes oa the 
costs of farm building materials. Charts are made to use like 
an actuary. Simply select the column giving the size desired 
or combine the quantities in two columns for odd size. Over 
6,000 possible estimates given. The quantities required are 
given in the usual estimating terms. Labor given in hours for 
1,000 bd. ft. or 100 sq. ft. wall. Bound in high grade flexibleloose 
leaf ring binder with celluloid index tabs for quick reference 


HOW TO ESTIMATE FOR us siemempaenadh —. 
Townsend, Daizell and McKinney.. . 

A complete, practical book onthe atiniatine a aaestaba be 
labor, plus the actual practices of the various trades in han- 
dling construction details. Mathematics used by estimators 
are explained in ful' Also covered are excavations, masonry, 
carpentry, electricity, s>eet metal, lath and plaster, marble 
and tile, painting, hardware, linoleum, heating and air- 
conditioning, plumbing, glass, curtains and shades. 629 pages, 
310 illustrations 


THE LUMBERMAN'S ACTUARY 

John W. Barry....... er 

In one book, here are answers to almost any estimating prob- 
lem you may have. Use its tables to compute lumber feet and 
price per piece or by the thousand, discounts, areas, wages, 
pricing units of shingles and waliboard, mouldings, other 
building materials. Most comprehensive editicn ever: now 560 
pages; top dollar page revised upward to $400 per M, with start- 
ing unit price of $20. Easy and quick to use: cut-in index tabs 
give instant reference to any page; cover is durable fabricoid 
with stitched binding to lie flat; convenient 5%," x 8\4" in size 


ae ty ted LUMBER PRICER 
M. Hiatt ; . oo. $7.50 

P| page for each price per andeena: in steps of $1 from $25 to 
$150, and steps of $5 from $150 to $200. Along the left side of 
each page are listed by thickness and width the different items 
carried in the ordinary retail yard, and along the top margin 
are the various lengths. Turn to the price and find where the 
item and length lines cross, then find price per piece 
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HANDY LUMBER CALCULATOR ms | 

one ve ic 

A wanes daha’ size cencseas duciuaing lunar: cibeutnnee for 
standard sizes, log rules, estimated weights of lumber and 

useful miscellaneous lumber tabulations. | 

LUMBER CALCULATOR | 
W. H. Solomon... $2.00 0 

A help for ascertaining ‘accurately and quickly ‘the ‘number of | 

feet board measure in different sizes of lumber, especially | 

where fractional parts of an inch are to be figured. 
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LIGIET SIO VENEER CALCULATOR 

Vermeulen. — onan $5.00 
Aid to veneer anneinatesens and users of veneers for an accu- 
rate, handy and simple calculator. Tables cover all dimensions 
from inch to 48 inches wideand from 1 inch to 144 incheslong. 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $___ 
the books | have checked above 
(Please clip out complete advertisement) 
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CASH IN 
ON THE DEMAND 
for Dur-0-wal. 


Butt weld Dur-O-wal lies flat in 
. handles fast 
provides crack control for 


the mortar bed .. 


every type of masonry wail 
6 Reasons why 

Dealers Stock Dur-O-waL 

e Dur-O-waL is called for by name 

e Architects specify Dur-O-waL 

e Dur-O-waL is an engineered product 

e Dur-O-waL is a quality product 

e Dur-O-waL has a fast turn-over 


e Dur-O-waL is easy to handle 


Trussed Design 
Butt Weld @ Deformed Rods 


Don-O-wal 











the Backbone of Steel 


for EVERY masonry ven 


2¢/Ced 
Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, 1A. Dur-O-wal Prod 


Phone, wire, or write Dept. 5C 
for the name of your nearest distributor 


c., Box 628, SYRACUSE, N.Y. Dur-O-woal of III., 119 N. River St., AURORA, ILL. 
Dur-O-wal Prod. of Ala., Inc., Box 5446, BIRMINGHAM, ALA. Dur-O-wol 
Prod., Inc., 4500 E. Lombard St., BALTIMORE, MD, Dur-O-wal Div., Frontier Mfg 


Co., Box 49, PHOENIX, ARIZ. Dur-O-woal, Inc, 165 Utah St., TOLEDO, OHIO 


Circle No. 46 on Coupon, page 120 
HT] 





RIP-STRIP 
METHOD 


Quick Opening Package 

“As quick as the swipe of a knife 
and a lot safer.” That’s the story on 
Rip-Strip, a new safe, fast and con- 
venient way to open packages of Red 
Top mineral wool Blanket Batts. The 
insulation applicator simply inserts 
his thumb into an opening on the end 
of the package and pulls. Rip-Strip 
opens the package in a second and the 
batts, whole and undamaged, are ready 
for easy installation. U. S. Gypsum 
Co., Dept. AL, 300 W. Adams St., 
Chicago 6, IIl. 


Cirele No. 241 on Coupon, page 120. 


“Color Harmony for Your Home" 


A new color movie, Color Harmony 
for Your Home, is announced by Col- 
orizer Paints. The film, a sound pic- 
ture 20 minutes in length, is based 
on the current trend to more colors 
in appliances, accessories and home 
furnishings. It shows the homemaker 
how to create color schemes in good 
taste based on the many new colors 
now available in all home furnishings. 
Colorizer Paints, Dept. AL, 65 W. First 
South, Salt Lake City, Utah. 

Circle No. 242 on Coupon, page 120. 


Ad Mat Service Booklet 


A newspaper ad mat service booklet 
showing paint dealers the large num- 
ber of advertising mats, counter and 
window displays and other promotional 
materials Tamms makes available, is 
announced. Each mat, shown in actual 
size, is numbered for easy ordering 
and gives the lineage of each ad so a 
dealer can quickly figure the cost of 
running the ad. Other promotional 
material such as window, counter and 
floor displays, radio scripts and cuts 


112 


are also illustrated and numbered for 
ordering. Tamms _ Industries, Inc., 
Dept. AL, 228 N. La Salle St., Chicago 
i, iii. 


Circle No. 243 on Coupon, page 120, 


0 ROW WINDOW UNIT 


Removable Wood Window 


The new Woodco R.O.W. de duxe re- 
movable wood window demonstration 
display measures 31” wide, 30” deep 
and 78” high. The unit allows the cus- 
tomer to examine closely and compare 
the fine construction and superior op- 
erating ease of the window. Included 
as part of the display are Woodco’s 
storm sash and screen combination 
and Woodco’s all-aluminum screens. 
Woodco Corp., Dept. AL, Box 31, 
North Bergen, N. J. 

Circle No. 244 on Coupon, page 120. 


Spring Deal on Zip-Strip 

Spring deal on Zip-Strip paint and 
varnish remover offers 12 quart cans 
for the usual dealer price of 11 cans, 
plus a demonstration counter kit, with 
free customer samples and give-away 
how-to-refinish booklets. Packed com- 
plete in a single shipping container, 
this deal includes the demonstration 
kit with 24 sample bottles and 12 
how-to booklets, together with the 12 
quart cans. The kit is lifted easily 
from the container and is compactly 
designed to take only 9” x 14” of 
counter space. Star Bronze Co., Dept. 
AL, Alliance, Ohio. 

Circle No. 245 on Coupon, page 120. 


Rope Rack Merchandiser 

New rope rack merchandiser display 
for King Cotton 100% manila rope is 
available. This is a complete rope 
sales center giving the dealer a good 
inventory of 4”, 5/16”, 3%”, %”, 5%” 
and %” manila rope in a minimum 
floor space. Spools are connected 
making possible unit sales from one 
foot to several hundred feet. Display 
rack itself is made of heavy gauge 
steel rod, completely assembled and 
is attractively painted in three colors. 
John H. Graham & Co., Inc., Dept. 
AL, 105 Duane St., New York 8, N. Y. 


Cirele No. 246 on Coupon, page 120. 


Dur-O-Peg Display Rack 

A new self-service display for the 
manufacturer’s Duro-O-Peg line is an- 
nounced. The 16 most used Dur-O-Peg 
hooks are attractively displayed on the 
front for self-service selling, together 
with two sizes of shelves. The back 
of the rack holds three carry-out sizes 
of Dur-O-Peg punched panels. Stor- 
age space is provided at the bottom 
for extra fixtures. Fabricators, Inc., 
Dept. AL, 3800 Wesley Terrace, 
Schiller Park, Ill. 


Circle No. 247 on Coupon, page 120. 


Marlite 


New Marlite Poster 
A full-color interior showing Mar- 
lite marble and wood patterns in a 
bathroom and plain color planks in 
an adjacent corridor is displayed in a 
(continued on page 114) 


February 18, 1957, AMERICAN LUMBERMAN AND 











CONTINENTAL'S \\\.3-STEP PLAN 


op 
to bring \)\} you 


NORE PROFITS 


IN STEEL PRODUCTS 


Get All these items from one source 
“Flame-Sealed” Nails Tubular Braces Poultry Netting 
ONE SOU R d 3 BUYIN G Farm Fence Staples Fence Stretchers Welded Fabric 
Poultry Fence Steel Line Posts Galvanized Roofing | Hardware Cloth 
° oge e Ornamental Fence End & Corner Posts Barbed Wire Bale Ties 
Simplifies Ordering, Diamond Mesh Fence _ Electric Fence Posts Clothes Line Wire Automatic Baler Wire 


inn H Enjoy the time-saving convenience of getting ALL your steel supplies 
Shipping, Inventories from one source—Continental. You please your customers more, too, 
because you can give them what they want when they want it—with a 

higher measure of VALUE in each item! 





STRONG CONSUMER 
ADVERTISING 
SUPPORT 


Soe e . e 
™ for building store traffic Continental advertising leads the parade in selling product features, 
Dae brand identity, and longer life in Continental Flame-Sealed Fence and 
Pie Vth other Continental products. Are you reaping the full value of this 
3 y publicity? 


#% DYNAMIC SALES 
& AIDS AT THE oe ES 
POINT OF SALE Sale-Making Literature Wall Posters Decals 


Proved dealer helps like NO HUNTING signs, Memo Books, ad mats, 
and radio script, in addition to those shown, provide effective Sales 
Ammunition, and are available to every Continental Dealer. 


“Authorized Dealer" 


Continental advertising and merchandising has ONE aim—to help 
you make more sales with less effort and more profits for you. You 
benefit from these efforts when you feature Continental Flame- 
Sealed Fence, Bright Ornamental Lawn Fence, Welded Wire Re- 
inforcing Fabric, Continental Steel Roofing—the new Tyl-Lyke 
Bin-Dor—Continental Nails, Staples, Baling Wire, Barbed Wire, 
and the whole line of Continental products. Remember—Conti- 
nental has been a leading producer of steel products for farm and 
home for over half a century. Sell more and profit more... 
Go Continental! 


CONTINENTAL 


BUILDING PRODUCTS MERCHANDISER Circle No. 47 on Coupon, page 120. 








SALES AIDS 


(begins on page 112) 





new poster. Under the headline, 
“Modernize any room quickly and eco- 
nomically,” the poster cites the panel- 
ing’s soilproof plastic finish, damp- 
cloth cleaning, ease of installation 
and selection of colors and patterns. 
The poster unfolds from a 5%” x 8%” 
mailing piece, which also serves to 
remind dealers of the company’s train- 
ing, advertising and selling aids. 
Marsh Wall Products, Inc., Dept. AL, 
Dover, Ohio. 


Circle No. 248 on Coupon, page 120. 


Half Carton for Tiles 


A new half carton for its Nu-Wood 
line of plain and acoustical tiles is an- 
nounced by Wood Conversion Co. The 
carton will hold 32 pieces of 12” x 
12” tile. A pull tab on the side of the 
carton insures easy opening. The en- 
tire line of Nu-Wood now comes only 
with all-purpose joint and painted 
bevels. The all-purpose joint permits 
application with Nu-Wood clips, 
staples, nails, screws and adhesive. 
The extra heavy flange (approximate- 
ly two-thirds of tile thickness) pro- 
vides increased strength and rugged- 
ness, it is said. Wood Conversion Co., 
Dept. AL, First National Bank Bldg., 
St. Paul 1, Minn. 

Circle No. 249 on Coupon, page 120. 
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Versa-Vise Sales Helps 

Sales-help material, in a variety of 
forms, is available for promoting the 
all-new Versa-Vise, a unique work- 
shop that locks when tightened, turns 
360° and features both flat jaws and 
removable pipe jaws. Offered in the 
colorful selection of material are mer- 
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chandising tags, envelope stuffers and 
five kinds of point-of-display material 
including cash register cards, window 
streamers, shelf strips, door stickers 
and tent cards. The Will-Burt Co., 
Dept. AL, Orrville, Ohio. 


Circle No. 250 on Coupon, page 120. 


€ 


Self-Service Merchandiser 

A new self-service pegboard mer- 
chandiser is announced. The display 
and special tool hangers are furnished 
with tool assortment. The new display 
features 22 different fix-up, paint-up 
tools individually priced. It can be 
assembled in 60 seconds and takes 
only 25” x 15” of floor area. The peg- 
board section can be used as a counter 
or wall display. Warner Mfg. Co., 
Dept. AL, 801 16th Ave., S.E., Minne- 
apolis 14, Minn, 

Circle No. 251 on Coupon, page 120. 





What's Your Answer? 
(Questions on page 108) 


. He uses steel I beams and fir ply- 
wood to cut 56 man hours off con- 
ventional floor-framing time. See 
article, page 68. 


. Color-styling. See ad, page 9. 


3. Nov. 4-5-6-7, Trade and Convention 
Center, Philadelphia. See news 
item, page 8. 

4. Three to six, depending on thick- 
ness of insulation used. See ad, 
page 16. 


. High-quality custom houses built 
to owners’ specifications. See ar- 
ticle, page 56. 


. Cleveland Mills Co. See ad, page 17. 


. Builders at the NAHB show said 
provision should be made for un- 
usual conditions, which up the cost 
of the job. A special reserve fund 
for this contingency is a good solu- 
tion. See article, page 54. 


3. Waferwood textured panel. See ad, 
pages 32-33. 

. Binswanger & Co., Inc. See article, 
page 90. 

.A booklet called “Latex Paint and 
What You Want to Know About 
It.” See ad, page 45. 





2 
WALLGRIPS 


Wallgrip Revolving Display 

The RD 72 Wallgrip revolving dis- 
play measures 11” x 11” x 22”, in- 
cluding a colorful hard-selling display 
poster at the top of the unit. Each 
revolving display rack comes with a 
general home assortment of Wall- 
grips, including: three dozen % §, 
two dozen % L, and a half-dozen of 
each of the sizes 3/16 S and 3/16 L. 
The 72 Wallgrip blister cards, each 
containing two popular-size Wallgrip 
hollow wall fasteners and a free handy 
wrench, are designed for impulse buy- 
ing. Star Expansion, Dept. AL, 142 
Liberty St., New York 6, N. Y. 


Circle No. 252 on Coupon, page 120. 


Stave YOURS #is 


Self-Service Display Rack 

A new sturdy wire, satin-finish, com- 
pact display rack, which will stock 
and sell 60 one-pound boxes of Atlas 
packaged nails. It eliminates old- 
fashioned measuring out, weighing, 
bagging and tying. Stands neatly in 
counter space of only 12” front to 
back, 17” wide, 16” high. Its help 
yourself design is considered a spur 
to impulse-buying. Dealers can get 
refills of any items in cellophane- 
wrapped units of only five packages. 
Atlas Tack Corp., Dept. AL, 1079 
Pleasant St., Fairhaven, Mass. 

Circle No. 253 on Coupon, page 120. 


Stapler Sales Manual 


Arrow Fastener Co. has developed a 
powerful selling tool in its new Sales 
Manual—a small, easily read booklet. 
Designed to put the reader on the road 
to more repeat business, the manual 
shows how to sell staples and stapling 
machines. Along with descriptions of 
its products, Arrow gives tips on 
demonstrating uses for staplers. Copies 
available by sending request on your 
letterhead. Arrow Fastener Co., Inc., 
Dept. AL, 1 Junius St., Brooklyn 12, 
N. Y. 

Circle No. 254 on Coupon, page 120, 
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PRINTING OE FUN 


57-D Happy sales... to happy cus- 
tomers! Bright floor display stands. 
Contain: 2 doz. assorted 14%” and 2” 
Flat Varnish, plus 1-3 /12 doz. assorted 
3”, 4”, 5” Wall Brushes 





57-E Your choice of three assort- 
ments: Pure Bristle, Pittsburgh Syn- 
thetic or Nylon. Sturdy wire rack dis- 
play. Easy to see. Contains 3-9/12 doz. 
assorted 14%” to 3” Flat Varnish, 4” 
Wall and 1%” Angular Sash Brushes 





BONDEX 
Perfect applicator 
for Bondex®... 
1 doz. fast-selling 
coating brushes 





UNI-FILL 
Hand Wire 
Scratch with 
assorted han- 
dles. Contains 
2-2 /12doz. as- 


sorted brushes. 
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57-A 57-B 

Low price Flat Pure Bristle 
VarnishBrushes popular Wall 
for quick sales ] ev Brushes move 
5 doz. assorted { st ; fast! 1 doz. assort- 
%”" to 3” I puns OS (o> ed3”,3%",4" 








NEW DISPLAY 


famous 
GOLD STRIPE BRUSHES 


Yours Free / 


Back again because the finest pure 
bristles are now available in quantity 


With Pittsburgh you know you’re selling 
top quality. And the famous Gold Stripe 
line is the highest quality made, anywhere. 

Each brush is carefully filled by hand, 
by expert brush makers using perfect, 
pure bristles. Made to stand up under 
years of steady, professional use. Choose 
from this assortment of customer-tested, 
quality brushes to make your paint brush 
sales climb. 


PAINT BRUSHES displayed in cans attached to 
stepladder .. . with a high flying spinner 
sign! That’s the new Pittsburgh Gold Stripe 
display. So unique and compact, so easy to 
set up and display . . . so easy for your 
customers to spot. And you wind up with 

a free stepladder . . . yours to sell, use or 

give away! 


Mail Coupon for Complete Details! 


PITTSBURGH 


Gold Stripe sausues 


BRUSHES + PAINTS + GLASS + CHEMICALS «+ PLASTICS + FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


CANADIAN PITTSBURGH INDUSTRIE 


PITTSBURGH PLATE 

GLASS COMPANY 57-A [) 57-D [| 
Brush Div., Dept. C-09 

3221 Frederick Ave. 57-B [|] 57-E | 
Baltimore 29, Md. 

Gentlemen: Please rush 57-C (_) UNI-FILL( | 
me more information 

about FREE brushdis- BONDEX ([] 

plays I have checked. 


Circle No. 48 on Coupon, page 120. 





Reprint Now Available! 


How to Make 
HOME IMPROVEMENT 
SALES 
Price $1 per Copy 


The 14 special articles found in this reprint 
were written especially for American Lumber- 
man by successful dealers in one or more phases 
of the home improvement field. They are making 
their personal experience available to you in 
their own words. 


MERICAN === 
UMBERMAN 


be 
REMODELING » 
GUIDE 








Fa 


Contents 


How to Find Remodeling Business 
By F. F. Zirkle, manager, Van Petten Lumber 
Co., Pendleton, Ore. 


How to Select Salesmen 
By Raymond H. Dear, General Sales Manager, 
Calcasieu Lumber Co., Austin, Tex. 


How Aptitude Testing Has Helped Us 
By Harvy L. Richards, President, Richards & 
Krueger Co., New Braunfels, Tex. 


How to Train Salesmen 
By Roger Sherman, Sales Manager, Harris Lum- 
ber Co., Inc., Providence, R. |. 


How to Estimate the Remodeling Job 
By J. samey Nelson, Walker & Hallowell, Sara- 
sota, Fla. 


How to Equip the Salesman for the Job 
By T. Merritt Ludwig, Executive Vice-President, 
Merritt Lumber Yards, Inc., Reading, Penna. 


How to Comp 
By Paul V. DeVille, President, The DeVille Lumber 
Co., Canton, Ohio. 


How to Run Your Own Crew 
By J. LeRoy Nelson, Walker & Hallowell, Sara- 
sota, Fla. 


ate Sal 





How to Improve Your Time-Payment Selling 
By W. _L. Johnson, Assistant Manager, Retail 
oe Division, Boise Payette Lumber Co., Boise, 
aho. 


How to Promote Home Improvement Services 
By Harry Smith, President, Mohawk Lumber & 
Supply Co., Detroit, Mich. 

How to Ride the Built-In Profit Wagon 
By ee. C, DeVille, Secretary, The DeVille Lumber 
Co., Canton, Ohio. 


How to Sell Remodeling Jobs to Owners of 
Recently Built Houses 
By J. W. McKeon, Secretary, The McKeon Lum- 
ber Co., Hicksville, N. Y. 

How to Operate a Fix-Up Service 
By R. A. Parker, Owner, R. A. Parker Lumber 
Co., Ponca City, Okla. 

How to Make OH! Work 
By Thomas M. Partridge I/II, Manager, Newton, 
lowa, yard, Denniston & Partridge Co. 


Single copies $1, 25-50 copies 75¢ each, 
| or more 55¢ each. 


Write American Lumberman, Ince. 
138 N. Clark St., Chicago 2, Il., 


116 





Technical Data 


Air Conditioning. A four-page, two- 
color bulletin describing the manufac- 
turer’s gas and oil furnaces is avail- 
able. The bulletin illustrates the 
seven basic furnace-types manufac- 
tured by Typhoon-Gravity, Lo-Boy, 
Hi-Boy, Wall, Counterflow, Tuckaway 
and Suspended. Carefully listing all 
salient specifications, the bulletin 
points out the leading mechanical and 
electrical characteristics of the units 
as well as relevant thermal data. 
Photographs and drawings as well 
as talin illustrate the bulletin. Ty- 
phoon Air Conditioning Co., Div. of 
Hupp Corp., Dept. AL, 505 Carroll 
St., Brooklyn 15, N. Y. 


Cirele No. 255 on Coupon, page 120. 


Overhead Doors. A new, 4-page, 
multi-color, residential catalog con- 
tains excellent illustrations and de- 
scriptions of Ridge overhead garage 
doors. Ridge Door Co., Dept. AL, Mon- 
mouth Junction, N. J. 

Cirele No. 256 on Coupon, page 120. 


A new 15” drill press is described 
in a four-page bulletin. According to 
the bulletin, the new drill press offers 
exceptionally rugged construction for 
production line use and amazing ver- 
satility for all-around shop use. The 
bulletin lists the specifications for 40 
different models of the new tool. 
Components and accessories such as 
heads, columns and tables for making 
up special purpose machines are also 
listed. Delta Power Tool Div.. Rock- 
well Mfe. Co.. Devt. AL, 469 N. Lex- 
ington Ave., Pittsburgh 8, Penna. 

Circle No. 257 on Coupon, page 120. 


A 20-page sales tool from Porter’s 
saw and tool division is fully illus- 
trated and contains complete specifi- 
cations and prices for both consumers 
and dealers. The new order handling 
and price policies have been incor- 
porated into this new book. Also the 
retailer’s cost on each tool has been 
included in a simple code. The catalog 
is only one of the many sales aids 
being develonved by Porter to stimu- 
late Disston’s sales. Henry Disston 
Div., H. K. Porter Co., Inc., Dept. AL, 
Philadelphia 35, Penna. 


Circle No. 258 on Coupon, page 120. 


EAA 


More Dealers Than Ever 
are Now Reading 


AMERICAN LUMBERMAN 


KN 


new TTT 


“Kitchen-Aires” is the title of a 
new, four-page, three-color catalog 
showing the new line of 1957 Kitchen- 
Aires. The brochure shows the two 
new models of the Kitchen-Aire ven- 
tilators as well as the two hood styles. 
It also introduces the new, low-cost 
Stewart-Aire 100 fan and fan-in-hood 
combination. Stewart Industries, Inc., 
Dept. AL, 320 E. St. Joseph St., In- 
dianapolis 2, Ind. 

Circle Ne. 259 on Coupon, page 120. 


Door-Frame-Hardware Units. Three 
PyroDor Package Units of flush metal 
doors, frames and hardware are fea- 
tured in a new 24-page catalog DHS- 
2457. Typical wall conditions encoun- 
tered and frames suited to many con- 
struction problems are pictured for 
reference and selection. D & H 
Metal Frames are also used for wood 
doors. A complete section is included 
on mortise and cylindrical locks, other 
hardware and accessories. Dusing & 
Hunt, Inc., Dept. AG-AL, Lake St., 
Leroy, N. Y. 

Cirele No. 260 on Coupon, page 120. 


Fireplace Forms. A new bulletin 
on the Bennett line of fireplace forms 
is offered by Bennett-Ireland. In- 
cluded in the bulletin, A.I.A. File No. 
14-E-5, are several photographs show- 
ing installations of the Benefire com- 
plete fireplace form. Construction de- 
tails for masonry openings from 26” 
to 49” are given. Although there are 
many more possibilities for placing 
the grilles, six of the more usual 
arrangements are shown. Bennett- 
Ireland, Inc., Dept. AL, 21 Exchange 
St., Norwich, N. Y. 


Circle No. 261 on Coupon, page 120. 


Consumer Data 


Paging and Alarm Systems. A new, 
illustrative 16-page booklet featuring 
low-cost, easy-to-install paging and 
alarm systems gives’ informative, 
practical texts and wiring diagrams 
on the Vibrechord Chime. It is also 
suitable for those interested in do- 
it-yourself. The alarm systems de- 
scribed include a privacy protector, 
fire alarm and intruder signal. It 
also explains how vibrechord chimes 
may be used for sickroom calls, tele- 
phone calls and freezer alarms. Ed- 
wards Co., Inc., Dept. AL, Norwalk, 
Conn. 

Circle No. 262 on Coupon, page 120. 


A Home Buyer’s Guide literally 
throws the book at the prospective 
homeowner. More than 100 fine points 
of information are included in the 
illustrated 20-page booklet. The 
prospect is taken by the hand and 
led step by step through the various 
phases of a sound selection. He is 
told what questions to ask, what to 
look for in the neighborhood, the lot, 
the kitchen, structure, etc., even how 
to accomplish attendant legal mat- 
ters. Southern Pine Assn., Dept. AL, 
P.O. Box 1170, New Orleans 4, La. 


Circle No. 263 on Coupon, page 120. 
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she's sold on wear-tested MATICO flooring 


| RAEN APLAR 


Talk to any housewife about flooring tests — and you're talking to a real “pro” . . . for who knows 
more about how floors stand up under actual in-use conditions? Housewives everywhere are sold 
on MATICO because Matico is built to take punishment day-in, day-out . . . resists scuffs and 
footmarks — keeps its good looks for years. Another reason why it pays to handle MATICO. 


Mastic Tile Corp. of America 
Dept. 3-2, Box 986, Newburgh, N. Y 


MASTIC TILE CORPORATION 9 peotiebie MATICO Tilt Fieeaags manos shows 
OF AMERICA 
Houston, Tex. « Joliet, Ill. - Long Beach, Calif.» Newburgh, N.Y. 


Rubber Tile * Vinyl Tile * Asphalt Tile ¢ Confetti ¢ Aristoflex 
Parquetry * Maticork ¢ Cork Tile © Plastic Wall Tile . 
| City Zone State 


Address 


BUILDING PRODUCTS MERCHANDISER Circle No. 49 on Coupon, page 120. 





Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 
Rates. 
1 Time —25c per word for each insertion. 
Minimum charge of $1.25 per line. 
3 Times—20c per word for each consecutive 
insertion. Minimum charge of $1.00 
per line. 
Add $1.50 per insertion for blind ads bearing 
box number. 
No agency commission or cash discount al- 
lowed. 
All ads for classified section must be in 
Publisher's office 14 days preceding date of 
publication. Advertisements are set in uniform 
6 point style. No cuts or special borders al- 
lowed. 
Replies forwarded without additional charge. 
Count five words to a line and when less 
are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





OPPORTUNITIES UNLIMITED 


We need men who are experienced retail yard 
managers. South Florida is experiencing tre- 
mendous growth which necessitates the ex- 
pansion of our operation. 

You can enjoy the benefits of working for a 
well established company with unlimited pro- 
motional opportunities and the ideal living 
conditions of South Florida. Write in complete 
details outlining your experience in the lumber 
business and personal background enclosing 
a recent photograph and mail to Box No. S-58, 
American Lumberman, Inc. 


Manager for Mill Manufacturing Mouldings 
and Interior Trim in Wisconsin. Must be ex- 
perienced and aggressive. 


Good salary with percentage of profits. 
Address: Box S-60, American Lumberman, Inc. 


Wanted: 


Assistant Manager for Retail Lumber Yard in 
Southern Wisconsin, must be experienced and 
capable. Six to eight employees. Able to take 
off list from Blue Pints. 

Address: Box S-61, American Lumberman, Inc. 


Wanted: Manager for good eastern Iowa 
County seat line-yard operation. Salary plus 
commission. Group Insurance and Pension 
plan. Give age and experience. Address Box 
T-21 American Lumberman, Inc. 





Experienced in Detailing Architectural and 
Custom Millwork. Good expediter. For medium 
size mill in connection with large lumber yard. 
Permanent position with 50 year old firm. Lo- 
cated in large mid-western city. All replies 
strictly confidential. Give brief resume of ex- 
perience, salary desired, etc. Address Box 
T-22 American Lumberman, Inc. 


DISTRICT SALES MANAGER, position open for 
qualified experienced lumberman with large 
West Coast lumber manufacturer. Prefer col- 
lege graduate, age 35/45, sales experience 
with administrative ability, willing to do ne- 
cessary traveling in territory consisting all 
Northeastern states with headquarters in New 
York. Liberal compensation. Write qualifica- 
tions _ letter to Box T-24 American Lumber- 
man, Inc. 


Manager wanted to take full responsibility for 
purchasing, selling, collections and personnel. 
Two Yards located in Northwestern Pennsy]- 
vania. Will discuss salary or salary and bonus 
proposition. State qualifications, experience 
and references. Applicant must be prepared to 
move to location. Wonderful opportunity for 
right man. Reply Box T-26 American Lumber- 
man, Inc. 


ASSISTANT OFFICE MANAGER 
One largest building supply & lumber yards 
est Coast Florida needs assistant to Office 
Manager. Must have retail, lumber and build- 
ing supply experience. Man or woman. Ad- 
dress Box T-28 American Lumberman, Inc. 


118 








HELP WANTED 





Applications being accepted for salesmen by 
one of largest building supply and lumber 
yards on West Coast Florida. Preference will 
be given to former yard line managers. Salary 
and liberal share of profits. Good men should 
earn in excess $600.00 month. Write Box T-29 
American Lumberman, Inc. 





LUMBER SALESMAN 


If you are a hard-working, aggressive man 
25 to 50 years of age, with knowledge of 
lumber and a desire to sell at a good income, 
we have an excellent opportunity for you. 
We are well-known, long established whole- 
salers with choice openings for men to sell 
retail lumber dealers and industrial accounts 
in following exclusive territories with no week 
end travel: 

Chicago; 

Joliet-Waukegan (Illinois) territory: 

Milwaukee and southeast Wisconsin: 

Madison and southwest Wisconsin; 

Minneapolis and St. Paul (Minnesota); 

Eastern Nebraska: 

Columbia (Missouri) territory. 


We pay split of profits with guarantee of sal- 
ary and full expenses including car. Employee 
profit-sharing trust. 


If you are already established selling lumber 
in one of these territories, and are at all un- 
happy with your present working arrange- 
ment, your application is particularly invited, 
as you would find our arrangement most 
profitable and our supplying mills the finest. 


Our employees know of this advertisement. 
In your confidential reply to Box T-42 American 
Lumberman, Inc., please outline full personal 
background and work experience. 





SITUATIONS WANTED 





Wholesale Building Material representative 
in early thirties, married with family. Eight 
years experience in selling a complete line of 
building material products. Desires a selling 
position with a building material manufac- 
1 Address Box T-30 American Lumberman, 
nc. 





BOOKKEEPER 


Prefer distribution yard, wholesale or some 
manufacturing. Consider any vacancy. Fa- 
miliar lumber terms. Been self employed for 
some time. Desire otherwise. Address Box T-31 
American Lumberman, Inc. 





Thoroughly experienced in special millwork, 
listing, detailing, some estimating, buying. 
selling, billing, supervising. Know bench and 
machine work, sober, reliable, best references. 
Reply Box No. T-43 American Lumberman, Inc. 





Detailer-Biller: Experienced with top refer- 
ences. Could be available on short notice. 
Address Box T-44 American Lumberman, Inc. 





Married man 56 wants work in West. Book- 
keeper, sawmill and planing foreman and 
eastern hardwood inspector. Address Box T-46 
American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 





We are seeking FACTORY REPRESENTATIVES 
for our Flextrip design-patented Aluminum 
Horizontal Sliding Primary Windows for new 
construction. We are an old and honored name 
in windows and enjoy excellent reception. Our 
product backed by solid national advertising. 
Choice territories still open. Storm King Cor- 
poration, 505 E. Pearl Street. Miamisburg. 
Ohio. Telephone 6-2471. 





Manufacturers Representatives wanted by 
Michigan concern to sell patented removable 
weatherstrips along with complete line of other 
types. Choice territories are now open, when 
answering please state qualifications and 
products you are now selling. 
Reply to: Michigan Moulding Company 
12981 Capital Ave. 
Oak Park 37, Michigan 


SALES REPRESENTATIVES 
WANTED 





Detroit, Michigan, concern with full line of 
folding closed doors seeking manufacturers 
representatives with established accounts in 
California, Pennsylvania, Virginia, West Vir- 
ginia, Kentucky, Indiana, Wisconsin, lowa, 
Minnesota, North and South Dakota. Apply 
Box 20, Frazer, Michigan. 





If you wish to add a very profitable line of 
Do-It-Yourself wooden and metal legs, and you 
are calling on lumber yards and ne sup- 
ply stores contact us for representation. xclu- 
sive territories open. High commission. 
Ellowood Products 
8017 So. Drexel Avenue 
Chicago 19, Ill. 





Manufacturers’ Representatives—We are old. 
well established door lock manufacturers ex- 
panding our line and sales organization. A 
few territories are being made available on 
commission basis for capable sales repre- 
sentatives selling to lumber, building material 
and hardwae trade. Mention lines carried, 
territory covered. Our men know of this ad. 
Address Box S-62, American Lumberman, Inc. 





Producer of quality Hardwood Pallets, skids 
and platforms since 1941 wishes sales repre- 
sentation Louisville, Ky., Cincinnati, Ohio, 
southern Ohio and Indiana. Corinth Hard- 
wood Co., Bristol, Tenn. 





ATTENTION 
MR. TILEBOARD WHOLESALER! 


Here’s the opportunity of a Lifetime! We are 
currently setting up distributorships through- 
out the U.S.A. to handle our brand-new top- 
quality Colored Tileboard, and at a price that 
lets you earn an attractive profit—ONLY 1634¢ 
FT.—in any color combinations. Write today 
for samples and literature. Box T-35 American 
Lumberman, Inc. 





MANUFACTURERS AGENT 


Manufacturers Representatives with estab- 
lished trade among retail lumber companies, 
building supply firms, hardware stores. etc., 
to represe..t Fp year old leading manufacturer 
of ladders and redwood furniture. Exclusive 
territories. Liberal commission arrangement. 
Inquire Box T-36 American Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 





Established representative selling millwork 
and building materials “a in East Coast 
area from Washington, D. C. to New England 
desires additional volume items. Address Box 
T-37 American Lumberman, Inc. 





QUALIFIED salesman with good finances 
wishes to make straight commission deal with 
reliable lumber mill. Address Box 973, New 
Iberia, La. 


COMING TO CHICAGO? 
Let's get acquainted. Have sold Lumber Yards 
thru Jobbers since ‘39. Please phone Wilmette 
985 or Write Box 43 — R. T. Hosking. 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17. N. Y. 
401 Park Bldg., Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada. 





BUSINESSES WANTED 





WANTED TO PURCHASE OR LEASE 
Lumber or Building Supply Yard in town of 
approximately 1000 or more population, and 
with sales of at least $150,000. G. E. Morton. 
Rock City, Ill. 


February 18, 1957, AMERICAN LUMBERMAN AND 











MISCELLANEOUS WANTED 


BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 





WANTED—Sawdust kiln dried—car or truck 
loads. 


WOOD PRODUCTS COMPANY 


421 Phillips Ave. 
Toledo 12, Ohio 





LUMBER & DIMENSION 
FOR SALE 





FOR SALE: North Carolina White Pine. Rough. 
surfaced or S2S&R/S. Quality Hardwood Pal- 
lets. Corinth Hardwood Co., Box 581-A, Bristol, 


Tenn. 





BUSINESSES FOR SALE 





Business For Sale 


Retail Lumber. Hardware and Paint Store in 
Southern California near Los Angeles in a 
growing prosperous community, a good spot 
for “Do It Yourself’ business. Owner wishes 
to ig Address Box S-57 American Lumber- 
man, Inc, 


For Sale: To settle estate 


Old established lumber yard 

Central Western New York 

Fine farming Community 

Must be seen to be appreciated 

Excellent opportunity for live wire. 

Address Box S-64, American Lumberman, Inc. 


Two profitable retai] building material yards. 
central Iowa, one yard towns of 1000 popula- 
tion each. Good building and equipment, 
located on main street. Owner has to sell on 
account of health. Address Box T-40 American 
Lumberman, Inc. 


For Sale—Lumber Yard in Eastern Indiana 
City, due to death of owner. Sales average 
$125,000. Can be increased. Address Box S-49 
American Lumberman, Inc. 


Builders Supply coal and paint intents 
$200,000 annual volume. Can be increased 
Best 4000 town in state of Michigan. One of 
best looking yards anywhere. Excellent profit. 
$40,000 will handle. Reason other interests. 
Address Box T-41 American Lumberman, Inc. 








Long established lumber and material yard, 
grossing approximately $1,000,000 in sales 
annually. Large. almost new brick and crab 
orchard store building. all glass front, on 
corner facing main highway. Store 75x185, 
Truss Roof, area 3000 sq. ft. with radiant 
heat. Parking in front and back of store. 


Yard part of operation is leased property right 
in heart of town in adjoining community. Con- 
sists of 100x100 frame warehouse building 
and 30x30 store and office building. Ground is 
135x604 ft. with 320 ft. spur track. All modern 
equipment. Yard and store are located in Chi- 
cago suburban area with substantial volume 
of building. Sales can be doubled. Address 
Box T-45 American Lumberman, Inc. 





USED MACHINERY FOR SALE 





Onsrud Single Speed Shaper Type W-200— 
S-4716 Encased Motor 7}/, H.P. $800.00 
8’ Hermance Sticker 15 H.P. Globe Electric 
1750 RPM, miscellaneous knives for sticker 

$525.00 
Hermance Rip Saw #333—15 HP, 3600 RPM 
Line Start Ind. Motor $1450.00 
24'' Newman Planer #600—5 H.P. Motor Shell 
Type Motor 3600 RPM $875.00 
3 Drum Sander Berlin Machine Royal 


Invincible #12972 with motors $400.00 


Call Mr. Vance, Chicago Fire Brick Co., 1467 
Elston, Chicago. Tel. Brunswick 8-8000. 


FOR SALE 


1 D-4 Caterpillar-Wide Gauge-with Winch 
1 D-4 pa x er * Narrow Gauge-with Winch 
1 A.C.—W.D.—#7 
1 Case Crane Tractor 
1 Brockway Truck—Model-142 W 
1] Newman Planer—_#301 & Matcher 
1 Tandron International Truck 
1 Caterpillar D-8800-Power Unit 
1 Caterpillar Power Unit-D-13,000 
1 Caterpillar Power Unit-D-13,000 
1 Oliver D-88 Wheel Tractor 
1 International Wheel Tractor 
Burton & Hanlon, Inc. 
South Boston, Virginia 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
“Timber-r-r’’ cartoons. For FREE proofs write 
LILLY ADVERTISING CARTOONS. Box 167 
Long Beach 1, Calif. 





BOOKS FOR SALE 





LOGGING. By N. C. Brown. The principles 
and methods of harvesting timber in the 
United States and Canada. This book will help 
the student and operator to gain a better un- 
derstanding of logging methods employed. 
Price $5.00. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chieago 2, Il. 





NEW PRODUCTS 


(begins on page 104) 


Pionite Woodgrains & Laminates 
A new line of decorative plastic laminates and wood- 


grains is announced by Pioneer Plastics Corp. Patterns 
reflect the simplicity of design and freshness of treatment 
“custom-tailored” to dinettes, tables and case goods and 
all kinds of surfacing applications. Trellis, a small-scaled 
geometric, sets a new vogue for decorative tops; Surrey, 
a gay, light-hearted abstract, adapts easily to clean-cut 
modern decor; Bittersweet is a berries-and-boughs pattern. 
One of the new woodgrains is Tanglewood, a rare and 
unusual grain in rich subtle tones; Tropicana is inspired 
by South Pacific foliage. Pioneer Plastics Corp., Dept. AL, 
28 Goodhue St., Salem, Mass. 
Circle No. 264 on Coupon, page 120, 


Standards & Brackets in Five Colors 


Permanently colored, chip-proof standards and brackets 
are offered in five mix-and-match colors: patrician gold, 
pink copper, decorator white, hammertone gray and ebony 
black. Flexible, they can be changed to any desired shelf 
height and ordered in a wide variety of sizes, making it 
possible to achieve custom-built decorative effects in any 
do-it-yourself shelving project. The brackets are available 
in sizes from 6” to 14”; the standards in lengths from 12” 
to 72”. Standard-Keil Hardware Mfg. i. Inc., Dept. HR- 
AL, 2413 Atlantic Ave., Brooklyn 33, N. 


Circle No. 265 on Coupon, page 120. 


Plastic Surfacing 


A new wall and countertop material that’s attractively 
styled in eight colors, Plastic Surfacing is an all- vinyl com- 
position with an Armstrong Hydrocord backing. The all- 


BUILDING PRODUCTS MERCHANDISER 


vinyl formulation completely resists staining from soaps 
and detergents, acids, alkalis and other chemicals normally 
found in kitchens, says manufacturer. The resilience of 
Plastic Surfacing cushions the impact of dishes on counter- 
tops, reducing breakage and quieting clatter; used on walls, 
the material cuts down the transmission of noise between 
rooms. Available in rolls 30” and 42” wide. Armstrong 
Cork Co., Dept. AL, Lancaster, Penna. 


Circle No. 266 on Coupon, page 120. 


New Plastic Flooring 

Produced by an exclusive process, Flor-Ever Picnic is 
made on new machinery designed specifically for its manu- 
facture. Made with a newly developed silicone finish to 
insure smoother surface and greater soil resistance, Picnic 
combines subtle marbleized backgrounds with a shower of 
gay color chips to create a new dimension in flooring de- 
sign. The vari-sized color chips are imbedded deep in the 
calendered goods and will remain for the long wear life of 
the product. It has a laminated felt backing that makes it 
very flexible for ease in handling and installation. Sloane- 
Delaware Floor Products, Dept. AL, 295 Fifth Ave., New 
York 16, N. Y 


Circle No. 267 on Coupon, page 120. 


Novasep Nylon Anchors 

The Novasep Anchor is said to depart from older types 
in that it is a unit complete with a brass nail and made of 
100% virgin nylon. The durability of virgin nylon and the 
simplicity of design put it in a class by itself, manufac- 
turer says, strong and economical enough for widespread 
industrial or construction use. Standard size is 1” long and 
4%” in diameter. Special sizes are also available, especially 
with a 3/16” diameter. The list of materials in — 
Novasep holds ranges from concrete block to metal, glass, 
plaster ; ig mre and plastics, it is said. Nova Sales Co., 
Dept. AL, Trenton 3, N. J 


Cirele No, 268 on Coupon, page 120. 





FAMOWOOD ... the AMAZING ... 


ALL-PURPOSE PLASTIC for wood finishes! 
Applies like putty... Sticks like glue! 


FAMOWOOD is the answer...where wood finishes 
are important. Simple to use... efficient, lasting, time- 
saving, when filling wood cracks, gouges, nail and 
screw holes or correcting defects. Dries quickly, 
does not shrink. Stays put under adverse conditions 
FAMOWOOD sands easily, does not gum up 
sander. Takes spirit dye stains freely. Waterproof and 
weatherproof when properly applied. Ready to use 
“right out of the can.” Fifteen matching wood colors 
...with amazing matchless wood finishes. 


USED BY FURNITUR 


CABINET MAKERS + CONTRACT 
AIRCRAFT PLANTS + PATTERN SHOPS + HOME B 


FAMOWOOD descriptive literature & price list on request. Distributor & Dealer inquiries invited, write Dept. 408 


BEVERLY MANUFACTURING COMPANY ics ancturs 3, caur. 


Manufacturers .FAMOWOOD + FAMOGLAZE «+ FAMOSOLVENT 





Circle No. 85 on Coupon, page 120. 


in the service of 


LUMBERMEN 


@ Specialists in protection for 
the lumber industry. 


@ professional safety engineers 


@ more than 90 branch claim offices 
coast to coast and in Canada. 


Substantial dividends have been returned to 
policyholders since organization in 1912. 





Lumbermens |= 4 GUL) (WY 


James S. Kemper, chairman H. G. Kemper, president 
Chicago 40 





Circle No. 86 on Coupon. page 120. 


HOW MUCH DOES 
IT COST YOU 


ie 10 UNLOAD A CAR ? 


You'll Save Money 
by Calling 
manpower,inc. 
for Temporary Help 
Because: 


You pay only for the hours we actually do your work 
— use as many of our employees as you need for 
4 hours, a day, a week, or longer. 


We pay our employees, keep all payroll records, 
pay all taxes and insurance. 


Our low hourly rates and contract prices will 
amaze you. 


No need to use production men for unloading work. 


manpower, inc. 


OVER 90 BRANCH OFFICES COAST TO COAST 








Write for illustrated brochure to: DEPT. M 
820 N. PLANKINTON AVE 
MILWAUKEE, WIS 


Circle No. 87 on Coupon, page 120. 
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Second of a Series 


TIE-IN PLAN 
STARTS IN MARCH 


Twin tie-in ads will enable 
dealers to launch strong local 
newspaper ad campaigns 
simultaneously with the first 
impact of Alsynite’s national 
advertising program. 

First national ad in Alsynite 
“Continuous Activity” 1957 
merchandising plan breaks in 
the March issue of House 
Beautiful. It’s a full-page ad 
in full color, featuring a strik- 
ing patio scene that captures 
the new spirit of outdoor liv- 
ing that’s sweeping the nation. 

The “twin” newspaper ad 
mat, provided free to dealers, 
uses the same illustration (in 
black and white) and a House 
Beautiful tie-in. 

The Alsynite distributor in 
your area has a stock of these 
promotion materials now—he 
can supply you. 

If you’re not already carry- 
ing this profit-making line 
and are looking for strong 
merchandising assistance, 
write today for full details on 
the Alsynite plan. 

Alsynite’s 1957 push has 
just gotten underway... 
there’s plenty of time for you 
to become part of this profit 
picture. 


Write for full details 
ALSYNITE COMPANY OF AMERICA 
DEPT. A-2 ¢ 4654 DE SOTO ST 
SAN DIEGO 9, CALIFORNIA 


Circle No. 84 on Coupon, page 120. 
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If you've got a noise in your car, a sure way to stop it is just 
let her drive. 
x * * 
Did you hear about the trapeze artist who caught his wife i 
the act ? 
* * * 
visiting her soldier-husband in a town near his 
12 walking down the street when along 


fe nudged her husband. “Come on, boy, give 


he groaned. “I’m trying to think of 


YOU to HER!” 


s * 


He said he was going to dig up a girl for me—and I think that’s 
exactly what he did. 

* * 

Lumber remains the democratic aristocrat of building material. 
It’s a must in the low cost tract house. It’s first choice in the 
MANSIONS ¢ f the wealthy. 

Yes, for beauty, utility and full flexibility of building function 
n every clime, and since the beginning of time, “Lumber is 
logical.” 

For that reason we at MAUK are glad to say, “Our line ts 
lumber.” Wholesale to you, in wide selection, properly priced 
and delivered right to your yard. 


: « & 


Simple Celia’s new boy friend is sort of a well to do idiot. He 
has all his comic books Morocco bound. 
se 
Then there was the guy who always called a spade a spade until 
ht when he tripped over one in the dark. 
oe © 
he ideal time to have a date is in the oui small hours. 
is * 
Do You Know What Dep’t: 
Do you know what fat is? Surplus gone to waist. 
Do you know what a girdle 1s? The difference between fact 
and figure 


Do you know what goodwill is? The natural by-product from 
selling MAUK to your customers. 


MAUK Seattle Lumber Co. 
Seattle 5, Washington 


* * 


The G. A. MAUK Lumber Go. 
Toledo 8, Ohio 
Circle No. 50 on Coupon, page 120. 
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Hardboard Scraps Separate Doors 
Scraps of S2S hardboard from the cabinet 
shop are used in a novel door rack at Hyak 
Lumber & Millwork, Olympia, Wash. Design 
and construction of the rack keeps doors apart 
and eliminates danger of one door marring an- 
other. The scraps project down past the top of 
the doors about two inches or so. Spacing 
matches similar spacing of other hardboard 
scraps at the bottom of the door storage rack. 
Ample finger grip room is permitted by the door 
separators and no door can rub against its 
neighbor when being withdrawn from the rack. 


/ 


Tool Rack Made from Pipe Fittings 


A heavy duty rack to display and hold inven- 
tory of heavy hand tools was made of pipe T’s, 
elbows, nipples and other parts taken from the 
plumbing stock at Yaeger & Kirk Lumber Co., 
Santa Rosa, Calif., by Jim Novelli, hardware 
manager. The rack screws onto the end of the 
sales counter in the firm’s hardware depart- 
ment. Appearance remains good because the 
tools can’t harm the rack. 


INTERS T), 
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Sot Syke. -+ Smart and modern, years ahead in design! 
jet Semice... Unequaled for ease of operation! 


fot Convenience... A space saver, doors bi-pass each 
other or slide each into its recessed pocket! 
Architects and builders realize that the sliding door for interiors is a defi- 


nite preference of the trade for today’s functional home—where spacious- 


ness and simplicity of design contributes towards more gracious living. 











Valuable wall and floor space for the more artistic and practical place- 
ment of furnishing is now possible with interior sliding doors for 


wardrobes, closets and as room dividers. 


nena 


The National hardware illustrated here is distinctive because of the 


many fine features embodied. Hangers have large nylon wheels 1% No. 182 Sliding Door Hanger 
inches in diameter—they travel farther with less revolutions—faster, 
easier and quieter and never need lubrication. Hangers are made in Hangers are sold singly or in complete 


th single and double wheel styles and fit every thickness of door. sets including floor guides, bumpers and 
we 9 : Y i J pulls. Track is available in 44, 56, 60, 68 
An illustrated brochure with full details, sent upon request. and 92 inch lengths 


MANUFACTURING COMPANY 
ee Sterling, Illinois 


Circle No. 5] on Coupon, page 12! 








Down come delivery costs! 


Now a load of lumber is dumped in perfect condition at the job site in one minute 
—and the truck is on its way. The 96¢ worth of Signode steel strapping that ties 
the 7-ton (5700-bd.-ft.) load makes this possible—and makes possible unit load- 
ing at the yard, simplified tallying and prevention of pilferage. Many other 
products—from millwork to brick—cost less to handle, store, ship and receive 
when unitized the Signode way with low-cost, high-strength steel strapping. For 
more information about money-saving strapping applications, see your Signode 
representative. No obligation. Just write: 


SIGNODE STEEL STRAPPING CO. 
2635 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-wide. 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal * Toronto 


Circle No. 52 on Coupon, page 120. 





